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iS YOUR YARD NEXT? American Lum erman's coast-to-coast 


survey reveals labor's stepped-up drive... 




















Sash Cord NEW polyethylene ‘handy bag 
package. A quality cord priced to seli in vol 
ume. 1200 and 2400 ft. coils packed in pro 
tective dispensing display box 


Nylon Mason's Line...100% NYLON; 
twisted or braided. Excellent for Mason's Line, 
Chalk Line, Plumb Line, Pull Cord, Drapery 
Cord. 100 ft. spools in display box. Many 
other put-ups 























Chalk Line Top quality, display packaged 


Mason's Line, Loyout Line, Furring out Line, 


Tile-Setting, etc. A stople, year ‘round seller 











DRAPERY 
CORD 











Drapery Cord A superior cord especially 
designed for hard wear and long tife. Handy 


50 ft. colls cellophane wrapped. Also in coils 
or tubes 


Snap Sacks* These SNAP SACKS* are 
made trom heavy gauge polyethylene with 
an elastic ‘‘Help Yourself’’ top. Mason's Line, 
Butcher's Twine, Chalk Line, Wrapping Twine, 
Jute, India. 





Braided Mason's Line...A good all year 
"round seller. Extra strong, non kinking, non- 
raveling. Mason's Line, Chalk Line, Awning 
Cord, etc, 





JOHN H. GRAHAM & CO. INC. 


fon) 
p corP 











105 DUANE STREET * NEW YORK 8, N. ¥. 





Even the best 


can be improved 


Today, there are more than 27 million Kwikset 
“400” line locksets in unconditionally guaranteed 
service—and still they are being improved. Technical 


advancement and scientific discovery enable Kwikset design 


engineers and production specialists to constantly improve even the best products. 
Latest improvement in kwrxset “400” line locksets is the addition of a precision engineered 


retaining ring which insures greater knob rigidity and enhances the beauty 


of the lockset design. This is but one example of kwikseT’s unending 
effort to offer highest quality in every lockset—regardless of price. 7 

4 
KWIKSET SALES AND SERVICE COMPANY, Anaheim, Callfornia 


The quality tock for budget bullding 





Smooth, slender lines and generous gripping area are 
characteristic of Lips tes Comfort Grip Pulls. Design 
eliminates corners and edges that catch and tear garments. 
Made of solid die cast metal. Available in six “color 
rich” finishes. 


SPOTLITE. 
KNOBS ee 
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The concave surface of Spotlite Knobs does interesting 
things to reflected light. Comfortable to the grasp. Placing 
a plate behind a Spotlite Knob protects the finish of the 
cabinet and adds decorative beauty to any finished wood- 
work. Made of solid die cast metal. Available in six 
“color rich” finishes. 


FLUSH DOOR 
PIN HINGES 








This hinge improves appear- 

ance and quality of cabinet, 

yet reduces cost. It offers a 

, new and modern flush face 

type cabinet. When door is closed, you see only '4" of the 

pivot tip. This type of construction is ideal for natural finish 

cabinets as the complete front may be cut from a single piece 

of plywood, allowing a matched grain to cross apron, drawers 
and doors, Available in four finishes, and prime coat. 


SEMI - CONCEALED 
3%” INSET HINGE 








U.S. PAT, NO. DO. 168 O85 


For the distinctive touch, here’s a smartly styled % 
inset hinge for lipped doors, Five knuckle barrel, heavy 
steel construction. Full 180° swing. Highly polished cabi- 
net leaf, Available in four finishes and prime coat. 


WASHINGTON, LINE 


FOR MORE INFORMATION ASK YOUR JOBBER, OR WRITE TO 
WASHINGTON STEEL PRODUCTS, INC., DEPT. AL-7, TACOMA 2, WASHINGTON 
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Minnesota dealer's showroom received an award for 


sales of related materials. 


* . 
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Member Member ; Fall and Winter Display Banners. You can briyhten up 
Audit Bureau Associated he . 
Circulation Business your store at minimum cost by ordering a set of these eye- 


— catching banners, especially designed with your needs in 


American Lumberman and Building Products mind. Many of these banner: ore illustrated; all of them 
Merchandiser is published every other Mon- carry an easy-to-read, hard-selling message. You can use 
day by American Lumberman, Inc., 139 N. , these banners the year-around, too. They're another Ameri- 
Clark St., Chicago 2, Ill. Subscriptions: one ‘ 
year, U. S. and Canada, $4 (26 issues), $6 
for two years, $8 for three years. Foreign, 
$15 for one year. Single current copy, 50¢, 
back copies, $!, except Dealer Products File, Ze ; t, Vi 
which is $2. Entered as second class matter 


October 2, 1946 at the Post Office at Chi- dnc) AMERICAN LUMBERMAN and Building Products Merchandiser is pub- 


can Lumberman exclusive! 


aao, Ill., under the Act of March 3, 1879. lished every other Monday by Vance Publishing Corp., 139 N. Clark St., 
Copyright 1955 by American Lumbermen, Chicago 2, |||. Other Vance publications include Home Maintenance & 
Inc Improvement, Food Packer and Wood & Woed Products, 
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LOOKS 
LIKE THIS 


SHIPPED LIKE THIS 


HERE'S HOW NEW DESIGN, 


BRING 





be: 





ew Style 1955 Steel Door! 


EASIER SALES, 


The new Shutter Window model 
shown above is another good reason 
why style-minded customers show 
quick preference for Taylor Made 
Garage Doors. Notice how the archi- 
tectural Shutter Window—combined 
with horizontal lines — fits 
naturally into garage design. All 
Taylor Made models 
designed appeal. 


modern 


have garage- 


Taylor Made Garage Doors have built- 
in dealer advantages, too! All models 
are packaged so that they can be 
shipped direct from the factory. Only 
14 bolts are required for quick, ten- 
minute assembly. And packaged doors 
not only eliminate shipping damage, 
but 
stock, easier to deliver to the site, 


are easier to handle, easier to 


(For more data on advertised products fill in coupon on page 72) 
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NEW PACKAGING 


BIGGER PROFITS 


Rugged, smoothly operating hardware 
assures easy installation, eliminates 
servicing problems. Exclusive hard- 
ware includes: X-type bracing, nylon 
rollers, cam-action shock absorbers, 
adjustable track strap, and grab-action 
latches. 


Dealers receive complete merchandis- 
ing support. Sales aids include news- 
paper mats, counter literature, posters, 
envelope stuffers, etc. A special 
“Garage Plan” program is available to 
produce additional sales in the “do-it- 
yourself” market. Complete plans for 
the 5 attractive garages shown at left 
—including lists of building materials 
—are available to dealers. You can ob- 
tain a set of these, along with a Taylor 
Made catalog, by writing today on your 
letterhead to the address below. 


GARAGE 
DOORS 


12430 Evergreen Rd., Detroit 28, Michigan 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Lumberyards are outselling hardware stores. 


In the past five years, the hardware sales volume in lumberyards has in- 
creased by 40% while the hardware stores' sales have increased by only 15%. In 
the past 20 years, turnover of hardware dealers' stocks has increased only two- 
tenths of 1% whereas the turnover increase for lumberyards was 2%. 

While a portion of the hardware dealers’ excuse is that their stores are not 
located in the areas where heavy building has occurred since the war, the main 
reason lumberyards are doing better in sales is that they are doing a better mer- 
chandising job. 





June construction spending sets record. 


Spending for construction rose to a new record of $3.8 billion for June, ac- 
cording to the Commerce and Labor Departments. Total figures for the first six 
months of 1955 came to a record $19.1 billion. On a seasonally adjusted basis, 
the annual spending rate for construction is $41.7 billion which is 11% higher 
than the record $37.6 billion for 1954. 





Congress lops 14% off FHA budget request. 


At a final conference committee meeting, members of Congress chopped 14% from 
FHA's budget request for non-administrative funds (field office funds). 

The budget request was for $38,350,000 and the committee cut off $5,350,000 
leaving a balance of $33 million. The FHA funds for Washington headquarters op- 





erations were cut 11.3%. On the other hand, HHFA got a restoration of $1,400,000 
to its budget plus an additional $350,000 of supplemental funds. 

NAHB says the cut in FHA field funds is particularly serious since it will 
mean further delays in processing of home buyers mortgage insurance cases. The 
NAHB Washington letter caustically comments: "It is an odd thing that self-sup- 
porting FHA should be treated less favorably in being allowed to spend its own 
money than the tax-supported agencies are." 











FHA rental housing declines. 


The FHA insured rental housing programs have dropped to a new post-war low in 
the past year. This was emphasized when FHA released a report showing that its 
multi-family housing projects have declined in number for the past three years-- 
from 154,000 units in 1950 to 22,0357 units in 1954. This year, FHA has had appli- 
cations to date for only 33 new projects containing only 2,889 units. 








Mortgage finance clinics are underway. 


Starting last week in Charlotte, N. C., fourteen regional mortgage finance 
clinics have been lined up for 1955. The programs, sponsored by NAHB, will in- 
clude discussions on all types of mortgage finance and workshops on preparations, 
submissions and procedures under various home financing forms. Top regional and 
local FHA and VA officials and officials of lending groups are taking part. 








Prefabs continue to increase their output. 


Shipments of prefabs were up 62% in the first quarter of this year. We have 
heara this week of at least five new prefab plants that are scheduled for erec- 
tion in 1956. Some will be built in citieS where reports are persistent that 
builders are gouging the public. 

Texas dealers now have a National Homes plant in their state and it's inter- 
esting to see the way this development has stimulated interest in the Lu-Re-Co 
panel system. 








(continued on next page) 
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American Lumberman Exclusive 


Unions Move Against Dealers for Fatter Benefits 


Tougher times ahead for unorganized yards, American 
Lumberman survey indicates. Here’s the status of some cur- 


rent contracts. 


Lumber yards, one of industry’s 
last non-union strongholds, are 
now the object of intensive 
union attacks. These take two 
forms: one, organization of unor- 
ganized workers; secondly, in- 
creased benefits for the organized. 

An American Lumberman coast- 
to-coast survey this month indi- 
cates shorter work weeks, guaran- 
teed minimum hours, increased 
wages, stepped up vacations and 
paid holidays and hospital and 
pension benefits are among the de- 
mands made by the unions on em- 
ployers. 


Here are some highlights of cur- 
rent labor developments in our in- 
dustry: 


Bridgeport, Conn. Two lumber 
yards, Fairfield Lumber & Supply 
Co, and the A. W. Burritt Co., are 
being picketed in a combined AFL 
Teamster-Carpenter organization- 
al drive. The union business agent 
has offered to withdraw pickets if 
the firms agree to an impartial 
election to determine whether 
their employes want to join the 
union. He said the pickets were 
merely to “dramatize” the cam- 
paign to the employes and the pub- 
lic. An announcement has been 
made that union carpenters will 
handle only union-made and union- 
hauled goods. 

Benjamin Plotkin, Sr., head of 
Fairfield Lumber, says his em- 
ployes receive wages and benefits 
comparable to those of union-rep- 
resented City Lumber workers. A 
new two-year contract recently 
signed by City Lumber and the two 
unions includes these benefits: 
Teamsters, a 25-cent hourly wage 
increase for trailer drivers this 
year and 15¢ next; truck drivers, 
20¢ and 10¢; mechanics, 20¢ and 
15¢; mechanics’ helpers, lift oper- 
ators, checkers and others, 20¢ and 
10¢. Eight paid holidays. Carpen- 
ters got 30¢ increase spread over 
2 years, company-financed wel- 
fare fund and eight holidays. 


Baltimore Contracts renewed or 
about to be, cover truck drivers 
and yard employes. Wage rates: 
$1.60 per hour, 40-hour week for 
truck drivers. Overtime after eight 
hours in one day or 40 in a week. 


An eight-hour day is guaranteed 
anyone asked to report for work in 
the morning. Vacations: two weeks 
after one year; six paid holidays; 
hospital benefits. Yard workers 
contract is same except hourly rate 
is $1.50. 


Seattle -— Contracts pending. 
Unions asking 10¢ increase, em- 
ployers hope to settle for 814. Pen- 
sion plan may be proposed. 


Denver — Contracts pending. 
Unions asking an average 15¢ in- 
crease for yard workers and driv- 
ers. Yard workers now get $1.35, 
drivers $1.55. Pay boost will be 
retroactive from June 1. Union is 
demanding overtime after 40 
hours. 


Ogden, Utah — Contracts will be 
up for renewal in October. Cur- 
rently working 45-hour week with 
40 hours straight time, five hours 
at time and a half. Regular work- 
ers and truck drivers get $1.47; 
yard men get $1.57. Vacations: one 
week off after first two years; two 
weeks after two years or more. 


Chicago — Contracts run till 1956. 
Current Teamster contract pro- 
vides: $2.17 per hour; overtime 
after eight-hour day or 40-hour 
week. Vacations: one week after 
one year; two weeks after two 
years; three weeks aftcr 15 years. 
Materials Handlers contract pro- 
vides: $2.09 for foremen; $2.04 for 
graders; $1.99 for tally men; $1.54 
for common laborers. Overtime 
and vacation same as Teamster 
contract. Carpenters contract is 
open for wages now under annual 
re-opening clause. Current rates: 
Class I, $2.05; Class II, $1.95. Va- 
cations: one week for 52 of contin- 
uous employment; two weeks for 
104. Overtime same as others. 


San Francisco — Bay area county 
contracts signed this summer 
cover: five-day 40-hour week; time 
and a half for more than eight 
hours or Saturday work. Wages are 
approximately: $17.50 per day for 
teamsters; $1%.50 for drivers of 
straddle carriers; $18.50 for stack- 
ers; $17.60 for clerks, $16.50 for 
handlers — approximately 5% in- 


crease over last year. Contracts 
provide health and welfare bene- 
fits; eight paid holidays; five-day 
vacation after one year; 10 days 
after two years. Vacation days 
pro-rated on work time for part of 
a year. 


Minneapolis and St. Paul — Team- 
sters Local 221 this month accept- 
ed 10-cent hourly increase retroac- 
tive June 1. New one-year contract 
affects 450 workers in 53 yards of 
37 Minneapolis and suburban 
firms. Decision on proposed wel- 
fare program expected early fall. 
St. Paul Teamsters Local 503 has 
also signed a contract giving a 10- 
cent hourly increase. Cabinet mak- 
ers and millmen’s local, represent- 
ing 14 sash and door firms in the 
Twin Cities area signed a contract 
providing a 10-cent boost for all 
except laborers’ helpers, who got 
5-cent increase. All contracts are 
for one year. 


Detroit — Amicable relations have 
existed here for some time and the 
contract signed in June is expected 
to set a peace pattern in the indus- 
try for the next six years. Contract 
incorporates substantial benefits 
and can be re-opened at end of 
three years on three points only 
covering money matters. 

Basic features include: wage in- 
crease of 15¢ this year, 12¢ next 
year and 8¢ third year. Typical 
rates for first year are: stake 
driver $2.07; teamsters, $1.83 to 
$2.07 (different classifications) ; 
millmen $1.83 to $2.20. Vacations: 
one week for one year, two weeks 
for three years; increased second 
year of contract to three weeks for 
12 years and in third year, four 
weeks for 20 years of employment. 
Work week is 40 hours; six hours 
of work guaranteed as a day’s min- 
imum, Seniority rights are recog- 
nized in overtime if work avail- 
able. No change in six paid holi- 
days, double pay for Sundays. Pen- 
sion plan becomes effective No- 
vember 1, 1957, payments $2 per 
week by employer. Employe con- 
tribution may be added later on. 

Asked about the guaranteed an- 
nual wage received by the United 
Auto Workers Union, Daniel E. 
Ford, executive director of the De- 
troit Lumbermen’s Association, 
said there was no discussion of it. 

“Our industry is too seasonal. 
We have gone through a period of 
10-15 years of over-production and 
we must now be cautious in esti- 
mating our business,” he observed. 
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Now! Biggest Advertising Ever! 


Again in 1955 ABC leads the 
field with powerful, consistent 
advertising in the leading 
magazines your customers read. 
Together these big magazines 
reach more than 14,000,000 
readers. And all sales leads 
are sent right to you! 


Insure Profits 6 Ways 
with ABC Jalousies! 


# ee 
a i Ped am 
KD Saves Freight, Space 5 = mons of B 


Up to 10 times a = 
lim more storage F 
space, plus § 
b) freight savings, S 
a with Knockdown 2 ES 
(KD) units, Fast — 


8-screw assembly. | Standard, special widths 
Simple sawcut |) 15” to 43”, plus in-between 








for odd sizes.) sizes, Heights from 14” 
with 4” increments to 192” 
#45 ele ET ie 
3 Consumer-Tested Features Complete Sales Helps . 
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idl fa ts: 


@ Heavy extruded frames Leen 
heat-treated for top strength! | 4. 


= @ Patented spring-clip is 


4 
heat-treated, eliminates , 2 may “E¥ r 
bending clip. Gives : fs ” 


ta 
t 
pomrye seal, too! ; —/ 
recision-balanced louvers | Mats, color catalogs, 3-D 

for fingertip operation! » viewers, window banners, 


@ Koroseal weatherstripping! | T'V-radio aids, installation 
® Easy-draining sloped sill! ( details---for big sales! 


tare Fe NS Cstiedey wmeton, 1 Baas wea OTN 
urricane-Tested is Immediate Delivery 





Tested against water and 
air infiltration by es A ly Bto7d 
University of Miami, and © verage only 9 to / ¢ aye, 
pant Testing Lab! on standard or sted k sizes! 
<coe oR REFUND 7a i 


$ Guaranteed by 


Good Housekeeping ) ‘Free Details! MAIL “COUPON TODAY! 


Yr 4s ADVERTISLD rr, A ee A A Ae eS 
i ADAMS ENGINEERING CO., INC. 
World’s Largest Jalousie se Dept. A-7. Box 936 Little River Branch 
Two giant Miami, Fla., plants (below) include 340,000 square Miami 38, Florida 


feet to serve you! Plus---third big factory at S. Hackensack, N.J. Gentlemen: I am interested in learning about a : 
oN rofitable ABC jalousie dealership. Please rush 
fu ll details without obligation. 
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MIAMI, FLORIDA « 5S. HACKENSACK, NEW JERSEY City. we State. 
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What's Your Share of $4 Billion? 


Excellent for Impulse Sales 


Retail sales of garden supplies 
are expected to top the $4 billion 
mark this year. How much of 
that will go to lumber dealers? 

Most of the lumber dealers 
who are handling lawn and garden 
supplies are getting an interesting 
sales increase. 

We queried dealers on only six 
items: lawnmowers; garden tools; 
seeds and plants; outdoor furni- 
ture; barbecue equipment and out- 
door fireplaces. 

Two-thirds of the lumber dealers 
contacted carried some of the items. 

One-fourth of the dealers car- 
ried only one of the six. 

None of the dealers carried all 
six items. 

But almost all of the dealers 
who do carry any of the lawn and 
garden supplies are showing in- 
creased sales of the items this 
year none less than 30% and 
some as high as 100%. Estimated 
sales for the season ranged from 
$500 to $10,000. 

One midwestern dealer carries 
five of the items listed, several of 
them for the first time this year, 
and estimates his sales of lawn 
and garden supplies will total 
$10,000. 

A southwestern dealer who just 
began handling lawn and garden 
supplies last month, estimates his 
sales for the year will be $1,000. 

One dealer, just beginning to 
carry a line of garden tillers, finds 
the possibilities look good. Another 
reported that putting garden tools 
in the line of traffic had increased 
sales considerably. 

Billions of dollars are spent on 
impulse sales annually, and lawn 
and garden supplies rank high in 
volume of impulse buying during 


10 


spring and summer. Displaying 
these products outdoors increases 
sales immensely. One dealer re- 
ported that with his lawnmower 
display inside, he was selling three 
or four mowers a week. When he 
moved it outdoors, he sold 25 mow- 
ers over the week end. 

Comparatively few dealers have 
an outside selling area for lawn 
and garden supplies. One of the 
more unusual is a building of red- 
wood similar to a drive-in restau- 
rant, located on the yard parking 
lot. 


Lumberyard Sales Beat 
The Hardware Stores 


The nation’s hardware stores 
are being eclipsed in hardware 
sales by the more aggressive retail 
lumberyards, according to a recent 
article in the New York Journal 
of Commerce. 

In the past five years, the sales 
volume of lumberyards has in- 
creased by 40% while the hard- 
ware stores sales have increased 
by only 138%. 

“Significantly, some of the hard- 
ware stores familiar standbys — 
such as paint, glass, wallpaper, 
electrical supplies, heating, plumb- 
ing and air conditioning equip- 
ment and farm implements—have 
accounted for some of the lumber- 
yards’ most impressive sales in- 
creases,” said the Journal. 


The article lists these reasons 
why sales in hardware stores are 
not increasing as rapidly as sales 
in retail lumberyards: 

1. The hardware merchant is too 
catalog-conscious and does not ad- 
vertise enough in newspapers. 


2. They do not put on do-it-your- 
self shows or other special selling 
events as lumberyards do. 

3. They do not fight sufficiently 
to hang onto distribution of both 
new and old products. They have 
practically surrendered  freely- 
priced appliances to discount 
houses and they now share the 
lawn and garden tool business 
with lumberyards. 

4. Hardware dealers place too 
much emphasis on “old fashioned, 
personal selling” and do not use 
the new sales methods being 
adopted by lumberyards, such as 
self-selection aud self-service. 

5. The hardware men do not turn 
over their stock rapidly enough. In 
the past 20 years, they have step- 
ped up stock turns by only 2/10ths 
of 1% while lumberyards have a 
2% speed-up in turnover rate. 

6. The dealers fail to tie-in with 
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manufacturers’ promotions and 
are cool] to mat services and do-it- 
yourself aids. 


Scarce, High-Priced Land 
Hurts Sales of Materials 


Land scarcities and the rapidly 
rising prices on land that is avail- 
able is combining in many sections 
of the United States to cause lum- 
ber dealers to lose sales of build- 
ing materials for houses. 

According to U. 8. News & World 
Report, which based their state- 
ments on FHA surveys, the price 
of land since 1946 has nearly doub- 
led. The land-cost increase from 
1953 to 1954 was nearly 17%. 

Since land is, of course, of prime 
importance in the complete pack- 
age sales for a house, many deal- 
ers are solving their land and 
high-price problems by going into 
real estate. The dealer insures the 
fact that he has a location to offer 
to new house customers, and he 
also makes a normal profit on the 
land. 

Authorities point to these rea- 
sons for the current land prob- 
lems: The 8.7 million houses built 
in the past nine years and the cur- 
rent building rate of 1.3 million 
has “used up” land at a terrific 
rate. Mounting costs for utilities 
and improvements helps keep land 
prices high and so does the general 
growth and prosperity of the na- 
tion. 

Some are beginning to wonder 
whether rising costs for land will 
slow the building boom. However, 
as long as credit terms for mort- 
gages remain easy, many custo- 
mers will not be too concerned 
about the higher price of land. If 
credit terms tighten, and signs of 
this are now prevalent, the higher 
land costs will contribute more di- 
rectly to a slow-down in building. 

If credit terms for house mort- 
gages do tighten considerably with 
the result of less building and 
therefore less sales of land, the 
prices on land conceivably could 
drop. Many experts feel that such 
a price drop on land, however, 
would not occur until many months 
after mortgage terms are tight- 
ened. 





155,000 Requests for 
Do-It-Yourself Folder 


On March 1, United States Steel 
Hour on TV demonstrated (for the 


company’s Universal-Atlas Ce- 
ment) how to make cement slabs 
for an outdoor terrace. They invited 
listeners to write for a free book- 
let titled, “Concrete Improvements 
Around the Home.” Prepared to fill 
35,000 requests, Universal-Atlas 
has thus far got 155,000 — and 
they’re still coming in. 











(continued on page 14) 
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FROST has acquired the treating 
plantin Shreveport in order to con- 
trol quality and toserve you better. 
This is a first step in aggressive 
expansion toward leadership in 
the field of treated lumber. 


We'd like you to meet the man 
from FROST. He'll be happy to 
tell you more about how FROST 
Wolmanized, Pressure-Treated 
Pine can help you make friends 
as you make profits. 


rost 


oe oe ee ee eee me OLIN MATHIESON CHEMICAL CORPORATION | 


BUILDING PropucTs MERCHANDISER 


IMPORTANT REASONS 


why it’s more profitable to sell 


FROST WOLMANIZED 


pressure-treated pine... 


SERVICE RECORDS conclusively prove that Frost 
Wolmanized Pine lasts three to five times longer 
than untreated wood. It kills termites and fungus — 
stops rot and prevents mold — is clean, odorless 
and paintable. 


DEALERS profit from better profit margins .. . 
unlimited markets and by developing satisfied 
customers. Frost Wolmanized Pine is a valued 
business-building partner. 


BUILDERS profit because the built-in protection is a 
sales appeal that commands a better selling price... 
helps close the sale. 


OWNERS profit because they get proved protection 
and repair-free long life that makes a house worth 
more NOW and LATER. 


Mathiesen Industria! end Agricultural Chemicals ¢ 

Frost Forest Powall Insecticides * Super Pyro ond U.S.1. Permanent 
Products Division Anti-Freezes © Squibb Pharmaceuticals * Lenthérie Cos- 
is o port of metics * Olin Cellophane cad Polyethylene Film, 
Olin Mathieson industrial Explosives, Electrical Products * Western Brass 
Chemical Non-Ferrous Alloys and Fabricated Metal Parts « Western. 
Winchester Sporting Arms and Ammunitions ¢ Ecuste Fine 

Corporation, Specialty Papers * Romset Powder-Actuoted Fastening 
producers of Tools * Frost Golden Pine and Hardwood tumber, 








SHREVEPORT, LOUISIANA 
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A cedar shingle 


NEW! ‘ | that's “been through 
il 


bsst the mill 


€)SMOOTHFITS = ss 














































—another “first-in-cedar” from Gime surface 
Huntting~-Merritt sanded 


















Here is the first, the original, sanded shingle on From our own 


virgin stands 
of western 
red cedar 


the market. Smoorurits are another Huntting- 
Merritt “‘first-in-cedar.”’ Surface Sanded on 

the face side to accent the rich, natural 
character of cedar and provide just enough 
“tooth” for easy staining or painting... 


Precision Squared to assure trim, true courses , ° 
Using genuine 


Certigrade 
shingles 


and the appearance of a continuous horizontal 
line...Kolortoned in a selection of eight 
beautiful oil base colors that enhance rather 
than mask the color gradation end 

graining of the cedar. 


Carton- packed 
in sidewall 
squares 


You will want to incorporate SMOOTHFITS 
in this season’s plans. Remember, they 
are like no cedar shingle ever before 
available— smooth, square, colorful. Be first 


Available in 18” 
and 24” lengths 


in your area to offer this exceptional sidewall 
material. Phone your supplier, or contact... 


CANADIAN FOREST PRODUCTS LTD. €y) SMOOTHFITS 


Huntting-Merritt Shingle Division —another “first-in-cedar”’ 
Vancouver, B. C. Telephone: Kerrisdale 6711 from Huntting-Merritt 


12 (Fer more data on advertised products {ill in coupon on page 72) July 25, 1955, AMERICAN LUMBERMAN AND 





More ready mixed concrete is sold in 


JAEGER truck mixers than by any other 


eget 


Re al 
le. 


SMALL PLANT SOON NETS 10%: In this grass-roots 
town of 12,000 population (name on request), they 
started just 2 years ago with 3 used Jaeger truck mixers 
and a 60-ton, two compartment bin with 3 yd. weigh 
batcher and bucket elevator. One mixer was a 3 yd. on 
GMC single axle truck, the others were old 2 yd. units 
on K-6 Internationals. With this equipment they were 
able to reach a top production of 247 yds. in one day, 


on a 2700 yd. sewage disposal plant. 


Their first truck mixer bought new was a Jaeger 414 
yd. “Mix Plus” model on T800 Ford. Bought for a 
2300 yd. curb and gutter job, this new mixer poured a 
steady 10 yds. an hour, including 3-mile trip. Their next 
purchase will be a matching 41% yd. giving them a fleet 
of two 414 yds., one 3 yd. and a 2 yd. standby — all 
Jaegers and all profitable. Their total investment, to date, 
is approximately $60,000 including inventory. Started 
in June, 1953, this business quickly began to show a 
profit. For the year 1954, their net return on investment, 
after depreciation and all charges, was a tidy 10%. 


3UILDING Propucts MERCHANDISER 


method 


More ready mixed concrete is sold in Jaeger truck 
mixers than by any other method. Ask your Jaeger 
distributor to show you why, or write us for complete 
information, 


THE JAEGER 
MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 
LOADERS © COMPRESSORS © PUMPS 


CONCRETE MIXERS © PAVING MACHINES 


(For more data on advertised products {ill in coupon on page 72) 
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Western Dealers Optimistic About Business Prospects 


Although bad weather followed 
by a long-distance truck strike 
combined to hold volume down for 
lumberyards in Utah, Idaho, Ore- 
gon and Washington until mid- 
June, the dealers are almost 
universally optimistic about sec- 
ond-half prospects. 

The following dealer opinions 
on business conditions were gath- 
ered by an American Lumberman 
editor during a field trip through 
the western states: 

Erling E. (Ole) Olsen, Dealers 
Supply Co. (wholesaler), Portland, 
Ore.: 

“Dealers in my territory (south- 
ern Washington, northern and 
eastern Oregon) are very optimis- 
tic about the remainder of the 
year. I’ve been traveling this ter- 
ritory for 18 years, and I believe 
I can accurately gauge the feel- 
ings of dealers. 

“This year, they lead me to be- 
lieve, will be one of the best sales 
years in history. Even though we 
took it on the chin from the weath- 
er and the truck strike, our own 


sales volume is up— which is a 
very good, healthy sign.” 

C. W. Nortz, executive secretary, 
Intermountain Lumber Dealers’ 
Association, Salt Lake City, Utah 
(membership includes 204 dealers 
in Utah, Nevada, Wyoming and 
Idaho): 

“Our business right now is good, 
but highly competitive. Actually, 
the dealers in our area have the 
highest average net profit of any 
area recently surveyed. The aver- 
age get profit here is 6.9%. We be- 
lieve this is because the dealers 
are doing what they should in 
terms of service and package sell- 
ing. 

“The dealers in southern Idaho 
had a rough second half last year, 
but they’re doing okay now. Fi- 
nancing money is plentiful except 
in the smaller towns, where the 
banks loan at a discount. We had 
a little trouble with some lumber 
items earlier in the year, but the 
supply is good now. There’s no 
shortage of glass, cement or plas- 
terboard.” 


A. E. (Ted) Anderson, Jr., vice- 
president, Anderson Lumber Co.., 
Salt Lake City: 

“Business so far this year is off 
—mostly because of the late spring 
snows. A year ago at this time we 
had a surge of commercial con- 
struction, but none yet this year. 
However, there’s plenty of com- 
mercial projects on the drawing 
boards so business should be much 
better for the remainder of the 
year.” 

Claude High, secretary, Boise 
(Idaho) Building Supply Co.: 

“Right now, our business is 90% 
better than last year.” 


Windsor Lloyd, owner Lloyd 
Lumber Co., Nampa, Idaho: 

“Even though we suffered 
through the longest winter in his- 
tory this year, our business was 
better than we expected. The 
weather slowed up the dry kilns 
so some lumber products were 
scarce. Business right now is 
good, but the competitive picture 
has been tough.” 





Three-Day Farm Clinic 
Slated for NRLDA Show 


A three-day farm clinic at the 
NRLDA Building Products Expo- 
sition, October 11-14, at Cleveland, 
Ohio, will tell dealers how to de- 
velop and promote the farm mar- 
ket successfully. 

The program, one of six being 
arranged for the exposition, will 
be based on case histories explain- 
ing promotional and advertising 
techniques used by both large and 
small dealers. In addition, farm 
experts will analyze farmers’ con- 
struction needs and the types of 
services farmers expect to receive 
from retail lumber dealers. 

Economies that can be obtained 
through pole construction also will 
be described, together with the 
part which well-planned buildings 
play in successful farming. 

The farm clinic will be in the 
public auditorium adjacent to the 
Building Products Exposition from 
10 a.m. to noon, October 11-13. If 
necessary, arrangements will be 
made to repeat all or part of the 
program. 

Don Ross, editor of Successful 
Farming, will moderate the clinic 
sessions which have been planned 
by a special committee. W. B. Ken- 
nedy, Jr., T. H. Rogers Lumber 
Co., Oklahoma City, is chairman. 
Other members of the committee 
are W. D. Watson, Wm. Cameron & 
Co., Waco, Texas and Phil Runion, 
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secretary of the Nebraska Lumber 
Merchants Association, Lincoln, 
Nebraska. 


Record of $3.8 Billion 
For June Construction 


Construction spending rose to a 
new record of $3.8 billion in June, 
the Commerce and Labor depart- 
ments report. 

The June figure brought the to- 
tal for the first six months of 1955 
to a record $19.1 billion. On a sea- 
sonally adjusted basis, the dollar 
volume for the first six months 
represents an annual rate of $41.7 
billion, which is 11% higher than 
the record $37.6 billion last year. 

The government said the June 
outlay for construction was 7% 
higher than in May. 

The gain was due mainly to 
further increases in construction 
of housing, stores and highways. 
Total private construction spend- 
ing amounted to $2.6 billion in 
June, a peak for the second month 
in a row. 

The biggest increases over the 
same six month period last year 
were a 42% rise in store building, 
34% rise in housing, 33% rise in 
churches and a 19% increase in 
public schools. 

There were declines of 45% on 
public industrial facilities, 33% 
in public housing, 14% for rail- 
roads, 10% for farms and 13% for 
federal reclamation projects. 


July 25, 


1,700 Home Mortgages 
Placed by VHMCP 


More than 1,700 home mortgages 
have been placed with private 
lenders by the Voluntary Home 
Mortgage Credit Program in its 
first few months of operation, 
according to the Housing and 
Home Finance Agency, Washing- 
ton, D. C. 

Heaviest concentrations of loan 
applications and placements were 
in the south and midwest. 

More than half of the loans 
placed with private lenders were 
for veterans who had applied to 
the Veterans Administration for 
direct government loans because 
of their previous inability to get 
VA-guaranteed private loan fi- 
nancing. 

The VHMCP was established by 
the Housing Act of 1954 as a vol- 
untary clearing house for referral 
to private lenders of FHA and VA 
home loan applications from small 
towns and remote areas, and for 
minority houses in any area, where 
satisfactory financing is not avail- 
able through normal local chan- 
nels. 

VHMCP regional committee of- 
fices are in Boston, New York, 
Philadelphia, Washington, Char- 
lotte, N. C., Atlanta, Nashville, 
Cleveland, Chicago, Minneapolis, 
Kansas City, Mo., New Orleans, 
Dallas, Salt Lake City, Portland 
and San Francisco. 
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~ 


- on _ 
oo 


= 

= 
owe 

ie 


e 


' 
i 
' 
+ 
i 
i 
i 
i 
i 
t 
i 
' 
' 
! 
! 
ad 
i 
i 


It’s perfect for any home... any room... and 

it goes well with Crestline’s Double-hung 

the beautiful Removable! Sash glide gone | on heavy ex- 
truded aluminum tracks. Installation is  & le 

no special framing required! Available 

assembled or K.D., with or without storms 


or screens. Sash remove by pressing upward 
against the 

) a ALUMAFLEX WEATHERSTRIP! 

y / (exclusivetl) 


Flexible aluminum alloy “‘wings’’ mounted in 
the head permit instant “roll-out” removal. . . 


y Y/- / an ever-snug fit. No springs, no adjusting ever 
4 needed. It’s climate compensated. ‘The Aluma- 
id bw flex is used in both of Crestline’s Removables! 


none better to build with or to sell 


li neilline ¥, x /lllworhe xe 


de your distributor, or write THE SILCREST COMPANY, Wausau, Wisconsin 


Manufacturers of a complete line of quality millwork including: Louver Doors, Flush Doors, Stacking Awning Units, Panel 
and Sash Doors, Aluminum Combination Doors, and others! 








Insulite product 
first chance 





Se INSULITE rs 
: ‘Start Sal a Ceneni(a 


rolled out of Insulite’s mill in 1914 and marked 

the creation of a new industry. (This early ship 

ment, shown above, provided shelter for victim 
of disastrous 1918 forest fire.) Since then, Insulite has created and 
introduced virtually every new product in the business. Such 
big volume items for dealers as... 


tion board opened new markets. Insulite was 

now waterproofed throughout . . . could be used 

or stored anywhere in any weather. The first 
25/32” insulation board sheathing followed in 1936 and the big 
shift from wood to fiberboard sheathing was on. Other firsts fol 
lowed. Among them... 


] 9] 4 First wood-fiber insulation board ] 9 3] First asphalt-impregnated insula- 


another example ofr 


row MMISULITE....».- 


ARE REGISTERED TRACE MARKS 








‘‘firsts” give you 
at mew markets! 


System created new < P pork nities for more was one of the big new product developments of 

1 easier sales. Dealer »w had an easy-to the year and made low-cost exposed beam ceil 

indle and stable-priced pres « undercourse. ing construction practical anywhere because of 

What's more, offi cial approval of this new way to apply insulation its exclusive built-in vapor barrier. This new 3 in | product was 
board undercoursing over insulation board sheathing created an instant success and again created new sales opportunities for 


es for dealers to sell Bildrite Insulite dealers. 


19 51 First approved Shingle-Backer First Roof Deck with vapor barrier 


First crack at new markets has historically gone to Insulite dealers since Insulite has 

pioneered virtually every successful insulation board product on the market. Today, most of these 
products (even the newest) are big volume, high turnover items for Insulite dealers. We'll be happy 
to send picture-literature describing them. Just write Insulite, Minneapolis 2, Minnesota. 


vou en INSULT 


rf Made of hardy Northern wood 


INSULITE DIVISION, Minnesota 1 = Ontario Paper Company, Minneapolis 2, Minnesota 


? 








BUILDING PAPERS 


a 
(Se Li Leanp ¥ 
‘Sie ‘e (atu ‘ 


MANUFACTURING COMPANY 


MAIL THIS COUPON TODAY! 





Stocker Manufacturing Company 

102 Old Flanders Road 

Netcong, New Jersey 

Please send me additional information on 
The “CHAMP” Line of Building Papers. 


NAME 








STATE 
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Cash for Your Ideas 


Got any good ideas that are work- 
ing for you something that you 
thought up yourself? If 80, why not 
mail them in to us? The address 
is American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. We'll 
pay you $3 for each item used. They 
can be as long as a column or as 
short as a paragraph. The ones used 
on this page will give you an idea. 


The Editors 


Put Scraps to Work 


While we were installing our 
wallboard sample panels in our 
new office, many customers asked 
us for samples of the various ma- 
terials to take home with them. 

We hit on the idea of keeping 
the wallboard scraps in special, 
marked file drawers right in our 
office so we could furnish them to 
any customer who asks about 
wallboards. We find that samples 
of the real product definitely 
boosts sales. 


James C. Dillon, President 
Wilmington (Del.) Sash & Door Co., Inc. 


Lucky Number 


This idea hasn’t worked for us, 
but it might for you. Each of the 
calendars we give out is individu- 
ally numbered. Then every month 
we have a drawing and the winner 
is entitled to a merchandise cer- 
tificate. Customers have to call up 
or come into the store to find out 
the lucky number. We aren’t al- 
lowed to publish it in the news- 
paper. The winner almost never 
shows up to claim his prize. He 
might if we could publicize the 
winning number. 


Bob Rosenthal 
Rosenthal's, Crystal Lake, Ill. 


Something New in TV 
People like to know what their 
neighbors are doing. That’s one 
reason we started a TV program 
using people who have bought ma- 
terial from us and done their own 
work—garage, basement or what- 
ever. It’s an unrehearsed type of 
program with the announcer in- 
terviewing the homeowner. Cus- 
tomers aren’t paid for appearing 
on the program, but we send them 

a gift certificate afterward. 


Bob Bluell 


Findorff Lumber & Supply Co. 
Madison, Wis, 


ts fill in coup 





on page 72) 





July 25, 


Dines New Homeowners 

I’ve found it a very good idea to 
sponsor a dinner for new home- 
owners in cooperation with the 
contractor. The dinner is held in 
the new home shortly after the 
homebuyer moves in. 

Homeowners seem to like this 
idea. It creates a warm, friendly 
feeling and gives them a good 
chance to ask questions about the 
construction and maintenance of 
their new house. 

The dinner also helps create a 
loyalty tie with the customer, who 
not only refers other customers to 
us but will return himself when he 
needs a room addition or any other 
job done. 

W. F. Hanson, manager 
Potlatch Lumber Co. 
Kennewick, Wash. 


Incentive Plan 
We take 2% of the total of each 

time-payment sale and put it into 
a fund for equal distribution to 
our sales employes at regular in- 
tervals. This system helps push 
big ticket sales on a time-payment 
basis and it avoids the difficulty 
that may occur if one man sells a 
job and another writes up the 
contract. 

Albert Stephen, manager 

Peter Lumber Co. 

Philadelphia, Penna. 


Free Sprayer 
We have a dandy thirty-five-dol- 

lar sprayer, which we loan free for 
one day ($1 a day after the first 
day). We also suggest that farm- 
ers spray their buildings inside 
with a white disinfectant paint we 
sell. 

Geo. Potgeter 

Geo. Potgeter Co. 

Steamboat Rock, lowa 


Good Housekeeping Prizes 
Periodically, I pick out some 
task or chore that needs attention 
in the yard. Without saying any- 
thing to anyone, I mentally note 
the matter and watch for its cor- 
rection. When action has been 
taken I ask in the presence of all 
the men who has accomplished 
such and such a task. 
Upon learning the man’s name, 
I dig into my pocket on the spot 
and hand out $2, $3 or $5, remark- 
ing that it has taken all of them 
so much time to notice the chore 
that needed correction. 
(continued on page 21) 
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Tailor-made for 
MODERN BUILDING! 


ALUMINUM 








LOUVERS 


Adequate ventilation is absolutely essential in modern building. 
Jumbo Aluminum Louvers are the choice of particular builders 
because they are designed to provide maximum ventilation, 
they are built of quality materials, they're easy to install and 
moderately priced. Jumbo Aluminum Louvers are ideal for use 
with attic fans in homes, apartments or multiple dwellings. Com- 
pletely installed they cost less per square foot than the building 
materials they replace! 


LOOK at these Quality Features! 


@ Attractive and Efficient FHA Accepted Design gives maximum 
ventilation and weather protection. 





Heavy Gauge All Aluminum Construction— will not rust or rot, 
no stains or replacement problems. 


Each Louver Unit supplied with 8 mesh screen. 


Available completely assembled for easy installation or 
knocked-down for on-the-job assembly. 


Nine Models Available giving up to 780 sq. inches of free 
area—6, 8 or 10 foot widths to fit 4, 5 or 6 inch per foot 
roof pitches. 


Jumbo Aluminum Louvers are Tailor-Made for Modern Building. 


if your jobber can't supply you, write for complete information 
on the Lo-Man-Co Line of Ventilating Products. 


LOUVER MANUFACTURING 
& SUPPLY COMPANY 
5807 W. 36th Street - Minneapolis 16, Minnesota 
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Sell the 


FIREPLAC 


with these great new 
' Sales Features! 
@ New Pressure-Seal Damper 


means year ‘round comfort... 
Only the new Heatilator Fireplace 





offers the Pressure-Seal Damper 
that seals air-tight when the fireplace 
is not in use. In winter, prevents the loss of 
costly house heat up the chimney—stops cold 
chimney downdrafts from chilling the room. 
In air-conditioned homes, 

prevents the loss of expensive Pa 


summer cooling up the flue. 





design 
makes installation 
easier... 


The improved Heatilator unit has been 
especially designed for easier installation 
in modern homes. It is adaptable to any 
flue size or shape, provides greater freedom in building off- 
set flues, and eliminates sharp angles in flues when one fire- 
place is built above another in che same chimney. 

Write for folder giving full details and specifications 

HEATILATOR, INC. 367 E. Brighton Ave., Syracuse 5, N. Y. 


x HEATILATOR 


FIREPLACE UNIT 
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Ren t Let your independent 
plywood jobber carry all 


bur y the stock you need! 


Why bury working cash under a heavy load of plywood 

y our stock? Your independent plywood jobber backs you to the 
hilt with a big, diversified stock on hand. You can draw on 
that in a moment, keep your working capital free. 


ial 4 What’s more, when you deal with your independent ply- 
«a Re & ee oe wood jobber, you get extras like. . . 
@ Quicker delivery @ Selling aids 


@ Personal interest @ On-the-spot inventory 


Deal with the man on your side . . . your independent 
1905—FIR PLYWOCD GOLDEN suBiLeE—1955 plywood jobber! 


EVANS PRODUCTS COMPANY, DEPT. S-7, PLYMOUTH, MICH. Plants at: Coos Bay 

and Roseburg, Ore.; Vancouver, B. C.; Evans Sales Offices: Plymouth, 

Mich.; Coos Bay, Ore.; New York, N. Y.; Chicago, Ill.; Tampa, Florida. 
..-. DFPA grade-marked for uniformity 


Evaneer is a TM of Evans Products Co. * Evans is an associate member of the NPDA 
LVANEER FIR PLYWOOD, 
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A certain pile of lumber might 
need straightening, a roll of roof- 
ing off to itself might need to be 
picked up and set on its end, a 
truck or auto need washing. There 
is no set reward, but the psychol- 
ogy is to keep the crew guessing 
and alert. Sometimes, in order to 
keep everyone interested, you have 
to manufacture an accomplish- 
ment. It keeps a good spirit among 
the employes. 


Horace Scott, 
Scott Lumber Co. 


Amarillo, Texas 


Good Rural Relations 


We helped promote dairy month 
June) this year in cooperation 
with four dairies in the county by 
giving away milk. The stunt made 
a big hit. We gave away about 100 
half pints of milk every day. The 
dairies sold the milk at a special 
price. 

We made arrangements with a 
local appliance dealer for a refrig 
erator so we could keep the milk 
cool. One sign acknowledged the 
courtesy of the appliance firm in 
donating the refrigerator and an 
other sign invited everyone to have 
a drink “on the house.” 

Farmers talked about this evi- 
dence of cooperation and it made 
good word-of-mouth publicity. 


Willard Allen, Owner 


Allen Lumber & Fuel Co. 
Wales, Wis. 


Balloons for the Kids 


In the past several years, we 
have given away 25,000 free bal- 
loons to the children who come 
into our showroom. The balloons 
are imprinted with our firm name 
and address and cost $45 per thou- 
sand. We feel the expense is well 
worth the result. 

The parents are pleased that the 
kids get the gifts; the kids want 
to keep coming back. And, after 
all, the 10-year-old kid who gets a 
balloon today could very possibly 
be a house customer in nine or 10 
years. 

Claude High, secretary 
Boise (Idaho) Building Supply Co. 
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Your business 
is his job 


No other franchise 


gives you 


i 
all these extras: 


Y our Porter-¢ able 


sentative per 


helps you 4 ith: 


sonall y 
repre 


e Training of sales people 
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e Store demonstratior 


and promotions 


e Participation in 
trade shows 
local 


@ Displays direct mail 


advertising, 


e Calls on key prospec’® 


\ 
@ Inventory contro 


e Service pr sblems 


There's no substitute for the 
experienced personal service and help 
you get from your Porter-Cable 
representative. For his only interest 
is in building your tool business. 


He devotes his time and his energies 
to your problems .. . helps train 
your sales force, calls on your major 
prospects when you request, offers 
his services when you participate in 
local trade shows, makes himself 
available for store demonstrations 
and special promotions. 


He has a wealth of power-tool 
knowledge and experience — and it’s 
all yours for the asking. He's a key 
reason why the Porter-Cable franchise 


means business—and profits—for you. 


A few franchises are still available. 
Write for details today. 


Porter-Cable 





e New produc t 
inf yrmation 


e Budget selling plans 


PORTER-CABLE MACHINE COMPANY 
5057 N. Salina Street, Syracuse 8, N. Y 


SAWS + DRILLS © SANDERS 
ROUTERS + SHAPERS + PLANES 
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Report from 


Lumber Demand Exceeds Output . . . Booming Business 


But Agriculture Still Ailing . . . Lid on More Credit 


The June report of the Lumber 
Survey committee says the demand 
for lumber exceeded production 
during the first quarter of 1955. 
Shipments were 2% greater than 
the output, which was 9,080,000,000 
board feet. Gross mill stocks de- 
clined by 2%. Unfilled orders 
gained by 12%. Lumber imports 
amounted to 803,000,000; 45% 
above the corresponding quarter of 
1954. 

eo 


The Departments of Labor and 
Commerce also have their impor- 
tant reports —like the mountain 
farmer's coffee—all saucered and 
blowed, ready for drinking. The 
value of new construction put in 
place in May, so these Departments 
estimate, amounted to $3.5 billion. 
Thia set a new high for the month 
of May and brought the total for 
the firat five months of '55 to the 
record sum of more than $15 billion. 


x« *« * 


Private expenditures for the Jan- 
uary-May period amounted to $11.1 
billion; another all-time high, 21% 
above the private-construction out- 
lays in the first five months of '54. 
Public outlays were the same as in 
the corresponding months of ‘54. 
Public housing and most kinds of 
direct federal construction de- 
clined; but the expansion of state 
and local public works were off- 
setting factors. Private residential 
building increased somewhat in 
May; enough to set a new peak for 
the month. 


Ss ft F 


The Federal Reserve Board says 
the all-time peak of industrial pro- 
duction was reached in May. The 
index number reached was 138; one 
point above the earlier record set in 
July, '53. Gains were in such items 
as building materials, steel and 
other metals, industrial equipment, 
household goods and the like, in- 
cluding some gains in chemicals and 
textiles. General production in 
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June, however, is expected to sag 
a little below the May figure; due to 
seasonal letdowns and slacking off 
of automobile production. There 
were some walkouts just before the 
signing of the Ford and General 
Motors wage agreements. 


x* * * 


An industrial analyst tells a story 
of a cow much wearied by the life 
she led. The grass was sparse and 
short; the water muddy and covered 
with scum; and all the companion- 
ship she had was that of a mangy 
old steer who could do nothing but 
lie around and talk about his opera- 
tion. The analyst said most busi- 
ness economists could do little but 
talk about their statistical opera- 
tions. But there’s plenty of evi- 
dence that business is at present 
much concerned over economic pre- 
dictions; especially since a few 
signs of what the New York Herald 
Tribune calls “going-to-seed” warn- 
ings are showing up in the boom’s 
horoscope, even in the midst of the 
“new outbreak of prosperity sig- 
nals.” 


x* * + 


Prominent among these warnings 
are those in agriculture. There’s a 
report that in eastern farming 
areas farmers are letting their 
hired men go, because they lack 
money to pay the hands. One Vir- 
ginia farming county says it has 
500 fewer men working on farms 
than it had in ’52 or ’53. This, ac- 
cording to the story, is not due to 
the replacing of men by machines. 
It takes men to operate machines; 
and the machines are idle, too. 


x«~ *«* * 


True enough, agriculture as a 
whole is not yet impoverished. 
Farm mortgage foreclosures are at 
a low level; less than two farms per 
thousand. Farm land values are 
pretty high, on the average; but 
farm income is down by some 25% 
from the '51 level. And when mar- 
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ginal farmers sell out and try for 
factory jobs, there’s danger of 
mounting industrial unemployment. 


eS Fs 


Agriculture’s share in the output 
of national goods and services runs 
to some 6% or 7%; and when 
farmers are not doing well it’s a 
warning to the national economy. 
One observer remarks, “When the 
farmer is not getting his share of 
the national income, the prosperity 
of the big cities and the big corpora- 
tions begins to shake.” A mild go- 
ing-to-seed possibility for the boom. 


x« * * 


Another mild warning is that at 
the end of May, automobile dealers’ 
stocks stood at 705,000 cars; 10% 
more than a year ago. And Ameri- 
can cotton textile exports are now 
about 40% of what they were eight 
years ago. There are those who 
think the housing boom may be 
leveling out; since private housing 
starts gained less than the usual 
seasonal percentage in May as com- 
pared with April. But home build- 
ing is well ahead of a year ago. 
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Capitol gossip: The Federal Re- 
serve Board is not increasing the 
supply of credit; evidently thinking 
the business pattern needs no addi- 
tional help to keep going at a good 
rate. Possibly the FRB fears specu- 
lation, kited prices and swollen 
debt. Segregation seems to have 
stalled the Federal construction bill 
for this session; and it may prove to 
be the deciding factor in public 
housing. The Defense Production 
Act—controls over war materials— 
is likely to be extended. But stand- 
by wage and price controls probably 
will not be voted. Don’t look for 
showdown buttles by the White 
House on legislative issues with 
Congress, in advance of the Big 
Four conference. 
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How to 
attract 
new 


customers 


A problem in any business is to attract new 
trade. Balloons, fireworks, searchlights or 
flowers for the ladies may do it. But there’s 
a less costly way to reach specific prospects 
with your message. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lurnber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- 
tomer and prospect list—live names, not just 
occupants or boxholders. 
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There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000R. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 

( ) Send us complete information, with no obliga- 


tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 2 ence) ey 


City eee 


Your name alli ae 
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AIM for better arrival condition, faster delivery of lumber 
shipments with Acme Steel Unit-Load Band 


How would you like to see your very next lumber shipment arrive as neat 
and orderly as the flat car shown above? This car has just finished 
a trip of 1100 miles, (Idea No. U21.) Think what it would mean to you. 

Your shipments are not delayed enroute, because the new Interlace 
system of strapping prevents shifting, lessens the chance of carriers having 
* to recooper loads enroute. Then too, one operator with fork lift can 
This method of securemenc has been ap- | unioad these Interlace flat car shipments in far less time than required 
proved by the Special Committee on For- : 
est Products Loading of the Association of for comparable footages of lumber in closed cars. Orderly packages 
American Railroads fit in a minimum storage area. You get better inventory control. 

ask your And with Interlace securement you gain all the cost reduction 


. benefits of handling lumber in large units. 
Acme Idea Man You can have your very next lumber order shipped the money-saving, 
to help solve your time-saving Interlace way. Send a card or letter for the free Interlace 


specification sheet. When it arrives, send it to your mill with your next 
problems order. Say that this is the way you want your next order shipped. 





ACME STEEL PRODUCTS DIVISION 


ACME STEEL COMPANY Eu 


2840 ARCHER AVENUE, CHICAGO 8, ILLINOIS * ACME STEEL CO. OF CANADA, LTD., TORONTO STEEL 
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\ oft ly the | 
BILT-WELL |}\) & 
BUILDERS.4."" 


Thousands of Builders are now competing for wonderful, 
exciting trips to Europe, Bermuda, Mexico and Hawaii—as 
well as a host of other grand and glorious prizes—in the 1955 
Bilt-Well Builders’ Contest! 


Now is the time for this powerful Bilt-Well Product Pro- 
motion to pay dividends to you! 


To complete their entries, Builders must buy Bilt-Well Cab- 
inets and/or Bilt-Well Windows for a new home or a remodel- 
ing project. Make certain that the Builders in your area know 
that you handle the Bilt-Well Line of Cabinets and Windows! 
Make sales and profits soar while helping your Builders win 
one of 30 big, valuable prizes! 


Urge your Builders today to enter the Bilt-Well Builders’ 
Contest. Contest entries must be completed, photographed 
and mailed before midnight, November 30, 1955. 


For full particulars on the 1955 Bilt-Well Builders’ Con- 
test and information on the Bilt-Well Line of Cabinets and 
Windows, fill out and mail the coupon below. 


Valuable merchandise prizes to Dealers who promote 
the Bilt-Well Builders’ Contest. Ask your Distributor for 
details! 


The BILT-WELL Line of Outstanding Woodwork... BILT-WELL WINDOW 
UNITS—Awning, Double Hung, Casement, Basement, Storm and Screen, 
Gable, Sash & Louvers... BILT- WELL CABINET UNITS —Kitchen, Wardrobe, 
Multi-Purpose, Corner China, Mantels...BILT-WELL DOORS—iInterior, 
Exterior, Combination, Garage, Screen, Flush, Entrances. 


CARR, ADAMS & COLLIER COMPANY Bir gee 


Dubuque, lowa. Dept. AL3 pate Bact 


Please send me a "1955 BUILDERS’ CONTEST KIT," along with contest 
information, official entry blanks and complete specifications on all BILT- 
WELL Products. 


BILT-WELL 


Since 1866 


WOODWORK 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manutactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


The M. B. Farrin Lbr. Co Cincinnati, Ohio 
Kiln wag as | fi Bates Agpeinctie Hardwoods 


*Bemis Hardwood Lbr. Co... .Robbinsville, N. C. 


*M. E. Crisp Lbr. Co 
a ‘4 4 A coo’ 4 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 
Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 


Charleston, W. Va. 
West Virginia Hard 


woods, Flooring and Glued-up Dimension. 
Dry Kiln and Planing Mill facilities. Mills: Cass, Nallen, Dailey. 
Durbin, Colcord and Pettus, W. Va. 


Louisville, Ky. 
‘Parkay” Ready-Fintshed Hardwood Flooring, Lumber, 


*McCracken & McCall, Inc Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mil! at Flat Lick, Ky. 


*Hamer Lumber Sales, Inc.....Kenova, W. Va. 


Exclusive Sales Agents for 
]. P. Hamer Lbr. Co., Inc. Hamer Lbr. Corp. 
Kenova, W. Va. Appalachia, Va. 
Manutacturers Appalachian Hardwood Lumber 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 
Mills at Combs, Ky. and West Irvine, Ky. 


Compleie Line A Hardwoods 
yg peels 


Always Specity 
Appalachian Hardwoods 


* Member Appalachian Hardwood Manufacturers, Inc. 
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“NRLDA —Popular Science September Home Improvement Program 


September Home Improvement Month has de- 
veloped into one of the biggest mass merchandising 
events ever undertaken in building material his- 
tory. National manufacturers and wholesalers 
plus executive members of the NRLDA and 
Popular Science are all cooperating to send mil- 
lions of do-it-yourself enthusiasts primed with 
‘home-improvement’ ideas into YOUR store. 


Generating enthusiasm at the local and national 
levels will be the sales-stimulating September 
Popular Science Home Improvement issue...with 
well-over 32 pages of solid editorial on the NRLDA 
merchandising theme—“Give Your Home A New 
Look.” Add to this—the most spectacular group 
display of tie-in manufacturer advertising ever to 
appear in Popular Science Monthly...and you'll 
have an issue that will pre-condition your best 
sales prospects and sell them right in your own 
neighborhood. Plan now to meet and sell this active 
market of home-improvement enthusiasts. Tie 
your store into this big drive! 


At no charge to you— Popular Science is making 
available a special Home-Improvement point-of- 
aan sale merchandising kit... incor- 

PORENCE porating streamers, banners, 


POPULAR SCIENCE Monthly 


353 FOURTH AVENUE, NEW YORK 


\ 
\ eae 


#, 
_ 


insignias plus a copy of the 64-page editorial Sep- 
tember Popular Science reprint. By ordering extra 
copies of this reprint for customer distribution, 
you will have a terrific sales-magnet for drawing 
customers into your store. 


$500 IN CASH PRIZES 


Point-of-sale use of Popular Science merchan- 
dising material will also make you eligible in the 
competition for big cash prizes. All you need do, is 
to supply picture photos of how Popular Science 
merchandising material was incorporated into 
point-of-sale displays. Here is a contest in which 
you can’t lose—because use of the material is sure 
to bring you more business ... and if you compete, 
you may also win cash prizes. 


Write today for full information. 


1353 Fourth Avenue, New York 10, 
Reprints available in units of 100 


ew York 


Please send 
$5.50 per 100 copies. 
Remittance enclosed [} 


D-I-Y reprints at the cost of 


Bill me later [ 


| Name 





| Company 





: Street 


{ City. 
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Get Free Selling Aids... Build Profits with 


Ceco cross-corrugated roll roofing 


One of the easiest ways to sell more is to make it easy for 
customers to buy. That’s where Ceco Free Selling Aids can 
help you. Look at this easy-to-put-up display, consisting of 
a poster and two banners. All you do is place them as indi- 
cated with a roll of Ceco Cross-Corrugated Galvanized Roll 
Roofing and you have a “silent salesman” on your staff at 
no cost to you. The poster and banners are free when you 
stock Ceco Cross-Corrugated Roll Roofing. The display will 
suggest the purchase of the roofing to your store traffic .. . 
the sales message will convince those who read it. Other 
free Ceco Sales Aids include newspaper mats—radio and 
TV spots—TV slides—two-color descriptive flyers—and 
photographs showing roofing application. Ceco offers a 
variety of sales help on other products such as Steel and 
Aluminum Windows, Roofing Accessories and Rain Carrying 


Goods. Mail this coupon today! (sree) 


ffices, waret 
4 


CECO STEEL PRODUCTS CORPORATION 
ises and fabricating plants in principal cities 


eral Offices: 5601 West 26th Street, Chicago 50, Illinois 


Seco Cinee- Comrmugated 


ROLL ROOFING | 


oP lap coals: attached 




















Rush me the Ceco plan for increasing roof sales, plus 
samples of Sales Aids. AL 


Name 





Firm 





Address 


State 





IN CONSTRUCTION PRODUCTS CECO ENGINEERING MAKES THE BIG DIFFERENCE 





EDITORIAL: 20 Ways to Keep Customers Away From Chiselers 





Careful planning and organization can keep out of 
competition an ever increasing percentage of a dealer’s 
sales volume. 


Experience has taught contractors that it pays to sho 
around—that some weak sister among the dealers will 
always shade the price to get a sales advantage. On the 
other hand, ultimate consumers, while they also shop 
around some, are much less prone to do so than the con- 
tractor. 


Every dealer has some business that is strictly non-com- 
etitive—friends who never think of shopping elsewhere 
for lumber and building products. The trouble is that 
among most dealers, the percentage of non-competitive 
business is a very small part of their total sales volume. 


Here are 20 proven ways that a dealer can deliberately 
plan to increase his non-competitive sales month after 
month and year after year: 


1, Cultivate more friends! If friends don’t customarily 
shop for prices why not increase their number? Join more 
organizations and groups. Improve public relations. Build 
an ever widening circle of people in your trading area who 
patronize you non-competitively because of your confidence 
building; anxiety to serve; customer mindedness; extra 
courtesy; painstaking service details; solicitous thought- 
fulness; and friendly attitudes. Take more community lead- 
ership and responsibility. Widen your circle of influence. 


2. Gain a widespread local reputation for reasonable 
prices. Maintain compensatory prices based on services 
rendered. Buy for bargains and feature real bargains in 
advertising periodically. 


3. Become “easy to buy from.” Know all the answers 
to customers’ problems. Train and drill your organization 
in promptness, courtesy and completeness of service. Earn 
the reputation as having the best follow-through in town. 


4. Maintain complete and diversified stocks. The chain 
stores have learned that masses of diversified merchandise 
well displayed build confidence and induce repetitive buy- 
ing habits that seldom question price. 


5. Step up advertising to consumers. The housewife, 
especially, is price conscious all right, but she is not familiar 
with either building materials or their prices (as she is 
with groceries and clothing). Once you have gained her 
confidence as “good people to buy from” she’ll have con- 
fidence in the reasonableness of your price, too. 


6. Take a sincere deep and personal interest in each 
prospect. ce hs his problem thoroughly and provide a 
creative, helpful, complete and practical solution. 


7. Be a go-giver. Render extra, unusual and unusually 
thoughtful services. Go out of the way to be helpful— 
walk the second mile. 


8. Have an outstandingly attractive office, store and 
yard. Set up strategic directional signs in your trading 
area. Install electric signs and spot lights which make 
your ney say “headquarters for building” and sell for 
you night and day. 


9. Study competitors’ weaknesses and capitalize upon 
them. Always have products and services to offer that no 
competitor is current] duplicating. Feature them in ad- 
vertising and personal selling. 


10. Get advance payment for preliminary service to be 
performed, such as plans, specifications, estimating, financ- 
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ing, ete., by getting a preliminary expense down payment— 
to be a part of the job cost if it goes ahead. This is an 
ideal way to fence-out competition. 


11. Own or control a supply of most desirable building 
lots. Use these to control house job sales. Couple this with 
control of best designs and plans available in the market. 


12. Withhold material lists until the complete package 
is sold. Then if there is competition it won’t be on a mate- 
rial list basis. End-use package competition is much easier 
to cope with than competition on material prices. 


13. Completely implement a one-stop service. Never 
send a prospect to a realtor for a lot, to a finance company 
for a loan, to an architect for a plan, or to a sub-contractor 
for a price. If necessary for your customer to contact these 
factors, always accompany them. Analyze every need of 
every customer and supply it when and where he wants it 
and the way he wants it. 


14. Maintain an “inventory” of one, two or three new 
houses. ‘This will mean quick delivery sales 


15. Secure control of finaneing sources mans con- 
struction loans. Having the best and most available financ- 
ing is almost a certain way to block out competition. 


16. Package materials and services for large buyers. 
Analyze their problems and sell service details along with 
price. 


17. Use easy payment credit to foil competitors. Many 
of your price competitors fail to thoroughly organize this 
facility. Organize the details so that easy payment buying 
will be a very simple thing for your customers. 


18. Offer complete responsibility for both materials and 
labor. You don’t have to go into the contracting business 
to do this and you can completely protect yourself with a 
3% reserve in the selling price. As most dealers dodge 
this responsibility it will give you a tremendous competi- 
tive leverage. 


19. Maintain quality group of building mechanics, con- 
tractors and sub-contractors who are bound to you with 
ties of mutual profit. Their names will add to your prestige 
and consumers’ confidence in you. Place these factors 
under heavy obligation to you and maintain their loyalty 
by cooperation out and beyond any competitor’s. 


20. Have the best trained, most productive, and best 
paid sales manpower in the trading area. Good salesman- 
ship is the essence of profit controlled competitive selling. 
An enthusiastic and loyal sales force will inspire consumer 
price confidence. 


Few dealers can immediately install and operate 
all 20 of these policies but every dealer can gradually 
build toward these goals. 


And every dealer who does so will find that an ever 
increasing amount of sales will by-pass price-cutting 
and profit destroying competitors. 
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Many large builders from coast to coast are switching 
to Upson All Weather Sheathing. Quality and lower costs 
tell why. Check these All Weather advantages for your 
customers, 


UPSON ALL WEATHER, first with king sizes up to 8 


x 20’ to speed application, re nce waste, 


UPSON ALL WEATHER, first with laminated sheathing. 
6 plies of true-individual wood fibers, laminated and scien- 
tifically welded together. Super strong! No corner bracing 
necessary. Cut costs again. 


UPSON ALL WEATHER, first with CuraSeal process! 
Every fiber waterproofed, Permits continuous work, even in 
rain. Absolutely safe to store outdoors, Still more savings. 


Extra features at no extra cost: Soffits cut to size at 
factory. Saves cutting on job. No waste! All Weather Sheathing 
also available primed. Toxic. treated to resist mold, fungi, 
termites. Greatest variety of sizes; 2’ x 8; 4 x 8’, 9’, 10’, 
8’x 12’, 14’, 16’, 18’, 20’. Meets and exceeds F.H.A. minimum 
construction requirements. 


Order Upson All Weather Sheathing now! 


@ For FREE Sample and Full Details, Mail Coupon! 


45th 





SMG) proven QUALITY YOU CAN TRUST 











767 U Point, 
The Upson Company / tesieas, ter York 


Please rush me FREE sample, folder, application instruc- 
tion sheet on amazing Upson All Weather Sheathing. 
Name : ae) ee mistiepethideetaities 


Company 
Street 

City 

Jobber'’s Nome 


Jobber’s Address 
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1. Home Planning 


PROSPECTIVE HOMEOWNERS get expert advice from 
George 8. Withy, Shaw president, and Fred Thees, chief 
draftsman, at the home planners corner. 





3. Cabinets Center 


KITCHEN CABINETS are the pride of every housewife 
and Walt Sneitzer. store manager, helps the Osvolds select 
cabinets to suit their special requirements 
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2. Wall Paneling 


SWINGING PANELS display a wide variety of wall cover- 
ings. Salesman Bil! Ott explains the merits of sliced wal- 
nut to Mr. Osvold while Mrs. Osvold investigates the back 
of a closet door, which converts into storage space. 





Easy Way to Shop 


for Building Materials 


Minnesota dealer has arranged his 
showroom into eight distinct display centers 
so home prospects can see a wide range of 
materials with minimum effort. 


Shopping for home building materials has been 
simplified at the W. R. Shaw Lumber Co. by a leisure- 
ly step-by-step tour through eight display centers 
along the showroom wall of the firm’s South St. Paul, 
Minn., showroom. The efficiency of Shaw’s layout 
won an award last year in the Northwestern Retail 
Lumbermen’s store design competition. 


The various building materials are grouped in a 
logical sequence, so the customer follows a “circle of 
satisfaction” without interfering with store traffic. 
Shaw’s salesmen are well armed with product knowl- 
edge and literature, so they can help prospective 
homeowners select the proper materials during a one- 
stop visit to the showroom. 


Planning a new home, Kenneth Osvold, an elemen- 
tary school teacher, and his wife, visited Shaw’s 
showroom. Here’s a picture story of their tour. 

(continued on page 34) 
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Biggest Seller Everywhere 


because Sheftie id yperkp WM ZY 


is thee ONE Aluminum Paint 


that dow the entire job! 
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ALUMINUM wes 


Shettield Bronze Paint Corporation 


Ch Ue land 19 OhLo 
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4. Builders Hardware 

CABINET FITTINGS are displayed together for easy selec- 
tion. George 8S. Withy is prepared to show a new, contem- 
porary line, Cover picture 


Easy Way to Shop 
for Building Materials 


(begins on page 32) 
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6. Exterior Styling 


FRED THEES helps Osvold select the proper roof- 
ing while Mrs. Osvold thumbs through a catalog of 
wood windows. 


, 
7. Storage Walls 


ADEQUATE STORAGE is a necessity of modern 
homes. Since the Osvolds have decided on open plan 
ning, they weigh the relative merits of sliding and 
folding doors. The full-size display makes it easy to 
compare the two types 


5. Idea Center 


LATEST IDEAS and innovations, including tips on space 
savers, floor coverings, insulation, color dynamics, wall- 
board and other items which convert a house into a home 
are demonstrated by Walt Sneitzer. 
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One of the four basic designs of the new houses being built in the Long- : Ae ated EN : 

meadow Community, Pikesville, Md. In all, 120 homes will be built SUE RAES seein 
here on a 72 acre area. Each home will have approximately 42 squares 
of Flintkote Tapered Strip Shingles. Houses sell from $33,000 to 
$45,000. Korb Roofers, Inc., of Maryland are the Roofing Contractors. 
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““Flintkote Roofing ” oo Sioa a 
helps sell the house,“ 


says Mr. Gordon Sugar, designer and builder 
of the beautiful LONGMEADOW Development 


“Today roof color is very important in selling a modern type 
ranch house,”’ explained Mr. Sugar. “For the large roof area is 
one of the first things a prospect sees. 


“So we decided to really dress the roofs of our Longmeadow 
Development. To make a wonderful first impression! And to do 


The exquisite pastel shades of Flintkote Shado- 
Kool Tapered Strip Shingles add charm and 


this we selected Flintkote Tapered Strip Shingles. In those character to a house. 
beautiful light pastel colors. Flintkote Tapers are 25% to 33% thicker at 
- ! ba a exposed areas than eodinar? shingles. They 
As for the long-lasting protection! Flintkote Shingles have are constructed to lie flat for better protection. 


always been well known for that, too!’’ 


Designers, architects and builders in every section of the 
country evidently agree with Mr. Sugar. For the trend to 
Flintkote roofing is even more pronounced than ever. 


Sell Flintkote roofing for new and existing houses. You'll THE FLINTKOTE COMPANY, 
find it readily acceptable...and profitable. And it will help in- Building Materials Division, 
sure your reputation for quality. 30 Rockefeller Plaza, 
New York 20, N. Y. 


FLINT KOT E 84620 tenn since 
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PROMINENT DOOR SIGN at Berry 
Street Lumber Co., Fort Worth, Texas, 
lets customers know Sakrete is avail- 
able inside 


; | 
SAKRETE 


PRE-MIXED CONCRETE 
ECONOMICAL + CLEAN + FOOL-PROOF 


——S 


SIMPLE WINDOW DISLAY sells the 
merits of pre-mixed, dry concrete mix 
at Perry Lumber Co., Lexington, Ky 


Don't Overlook Packaged Concrete 


DOT YU URSELF CENTER 
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FLOOR DISPLAY In the Perry Lumber Co. showroom backs 
up the window display to suggest Sakrete for do-it-yourself 
projects 
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It's an item that provides 


1. Good profit margin 
2. No inventory problem 


3. Increases sales of other materials 
like masonry tools 


4. Plenty of good sales aids 


The almost complete disappearance of the neigh- 
borhood handyman and the short work week have 
left millions of people with time to undertake repair 
jobs around the home. 

On many of these jobs, small quantities of concrete 
or mortar are required for patching or some new 
project. To get the proper proportion of aggregate 
and cement for their concrete, more and more of 
these handymen are turning to packaged, dry mix- 
tures of aggregate and cement. 

As a product returning a good profit margin and 
filling a definite need created by small repair jobs, 
this item has several advantages. 


Eliminates Need for Batching 


For the homeowner, the product ends the need 
for picking up sand, gravel and cement and mixing 
them in the right proportions. The correct quantities 
are already measured in each sack of the item. All 

(continued on page 41) 
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AMERICAN LUMBERMAN Magazine 


” presents 


: 20 Colorful New Pieces of 


. DISPLAY MATERIAL 


>. Designed Exclusively for 


be Your Fall & Winter 


IP P 
«iP oint-of-Sale Use... 


wai 


Ms ; 

C1 
if 4 Here’s what you've been looking for Mr. Lumber Dealer: 
' ‘ a smart dress for your store for fall selling. We can now 
supply display materials that will do the trick for you— 
banners, cards, posters, signs and streamers that carry 
the theme “FALL HOME IMPROVEMENT DAYS,” and 
promote the home improvement packages, products and 
services you want to sell. 


You’ve never seen more colorful, attractive, hard 
hitting point-of-sale display materials. Each carries a 
seasonal or merchandising message designed to solve a 
specific fall or winter display problem. 


These top quality seasonal point-of-sale display materials 
were created exclusively for lumber dealers’ fall and winter 
selling by a nationally known point-of-sale display or- 
ganization working with the editors of AMERICAN 
LUMBERMAN. 


A look at the following pages will show you all 20 of 
these new AMERICAN LUMBERMAN point-of-sale dis- 
play materials—in full actual color. And directly below 
each miniature reproduction, the purpose, size and price 
is indicated. 


These display materials can help your salesmen do a 
more successful job of fall selling. So be the first in your 
community to benefit from the use of effective fall display. 
Make your selection of these display materials right now! 


“Pick-your own,” order direct from the manufacturer, 








and get keyed-to-the-season display materials at prices you 
cannot duplicate locally. The minimum order of $7.50 
will provide you with enough fall display material to cre- 
ate the kind of seasonal excitement in your store that 
moves merchandise. 


DEADLINE FOR ORDERS: AUGUST 10, 1955! 
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MODERNIZATION “MAGIC™ WITH. 


WEW HOLME 


NO MONEY DOWN . EASY TERMS 
C-2 Streamer 52° x 12" 60x 





We'll help you plan your. . 


ie ee oe 
mit 4 
a») , 
SS 
‘ 
esi 


A “FUN” @ DL 
Sive rug FamitY Om _ 





C-3 Streamer 52” x 12" 60¢ 


es OFF 
ie wigs, ATTIC 


C-4 Streamer x 12” 60c 
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FOR HOME REPAIRS AND IMPROVEMENTS 








WO MONEY DOWN- EASY TERMS 


| §2500% FOR HOME IMPROVEMENTS | FOR HOME (4 PROVEMENTS 


E-3 (SI Al anner 50°x 4%" * 50°x 4%" 5S0c 





'T NOW. ..ORDER WITH CONFIDENCE. ..BUY DIRECT AND & 





ORDER BLANK 


AMERICAN LUMBERMAN “PICK-YOUR-OWN’’ 
DISPLAY SERVICE FEATURING FALL MATERIAL 


DEADLINE ON ORDERS IN ALRORA. TLLINOES. ALGUST 10. 1955 
[hese materials to be shipped from Aurora to arrive in LATE SEPTEVIBER 


Mr. Lumber Dealer: 


Use this form for ordering display materials. Fill out and mail today. No C.O.D.’s. 
Invoice rendered at time of shipment. All materials priced F.0.B., Aurora, Illinois. 


Shipping charges prepaid—cost added to invoice. Terms Net Cash. MINIMUM 
ORDER: $7.50. 


DESCRIPTION ITEM No. QUAN PRICE POTAT 
Streamer 60” x 12” FALL HOME IMPROVEMENT DAYS 
Pennant 22” x 17” FALL HOME IMPROVEMENT DAYS 

Price Tag 54" x 34” 

Streamer 36” x 44%" FALL VALUES 

Streamer 50” x 44%" FALL HOME IMPROVEMENT DAYS 
Streamer 48” 


16” Get set for WINTER WEATHER 


Streamer 48” 


16° COMBINATION WINDOWS 





12” NEW ROOF 


Streamer 52’ 


Streamer 60" 


Streamer 60° 


Streamer 60” 


Streamer 52” 


Streamer 52” 


12” INSULATION 
12” EXTERIOR PAINT 
12° KITCHEN REMODELING 


12” NEW SIDING 


60c 


6le 


6le 


60c 


12” RECREATION ROOM nd 60c 
Streamer 52” x 12” FINISH OFF YOUR ATTIC ” 60c 
Streamer 52” x 12” ADD-A-ROOM _ 60c 
Poster 42” x 22” HEY, LOOK! BARGAINS! . 48c 
Poster 60" x 18° (1M COMING SOON! (Santa Claus, for Christmas) D-2 77¢c 
3-Piece Banner 35" x 15" * 48"x 15" * 16" x 16" EASY TERMS GET $2500 E-1 85c 
Streamer 48" x 16" FHA EASY TERMS E-2 62c 


2-Piece BANNER 50% x 4%" * 50” x 44%” * NO MONEY DOWN... 
FOR HOME IMPROVEMENTS E-3 50c 














Nlail orders to: 
00 RATIBONI 


FOREST DISPLAY & PROCESS CO 
AVENUL BK. AL RORA. TLLINOETS 


TOTAL COST OF ORDER 
(INCLUDING PACKING & 
CARTONS) 





All materials sold F.O.B., 
Aurora, Illinois. Shippin 
Charges prepaid--cost add 


to invoice. 


Please P-R-I-N-T plainly and completely. 
DEALER OR STORE NAME 
STREET ADDRESS CITY 


STATE ZONE 


. BUY DIRECT AND SAVE... ACT NOW...ORDER WITH CONF. 


Ve 








PACKAGED CONCRETE 


(begins on page 36) 





the user does is add the specified amount of water. 
Four types of product are available for different jobs 
plaster, gravel, mortar and sand mixes. 

For the alert dealer, it increases sales of com- 
panion items like masonry tools—high-profit items 
like trowels, edgers, mixing containers, hoes and 
shovels. 

Simplicity of Mixing 

The relative simplicity of mixing the item is a sell- 
ing point capitalized upon by many dealers. 

When a customer learns how easy it is to mix a 
batch of mortar or cement with the materials already 
batched, the desire to undertake more elaborate 
concrete jobs grows—and so do sales of form lum- 
ber, tools, the mix and other materials. 


No Sterage Problem 
For the homeowner using only a small quantity of 
the item for patching jobs, storage is no problem. If 
kept free from moisture, it will not cake or harden 
and a sealed bag will keep indefinitely. The dealer 
doesn’t have to worry about stock deterioration or 
inventory losses. 


Sales Aids Help 

Successful dealers have taken advantage of manu- 
facturers’ aids to sell packaged mix. 

One manufacturer has backed his nationwide pro- 
motion with a variety of sales aids at the point-of- 
purchase level. These include window streamers, 
booklets, illuminated signs, calculators, nail bags 
and door signs. 

Perry Lumber Co., Lexington, Ky., parlayed these 
sales aids into a well-planned promotion for this item. 
A simple window display was used to sell the idea of 
pre-mixed concrete. Inside the showroom, stacks of 
the four types of the product were displayed promi- 
nently as an impulse sales item. 

In its self-service lumber shed at Evergreen Park, 
Ill., Edward Hines Lumber Co. placed sacks of 
material on pallets near the drive-in door of the shed. 
Many customers picked up a sack because it was 
easy to put it in the trunk of the car. 





DEALER POINTER 





Stamps Company Name 
on Dimension Lumber 


A 3 x 5 rubber stamp is used to 

ON mark the Ebenreiter Lumber Co. 
THE JOB name on each piece of dimension 
lumber as it is unloaded from the 
boxcar. 

“We use this method to identify 

QUALITY LL MARER ourselves with each home for 

FURNISHED BY which we furnish materials,” ex- 

EBENREITER plains Bob Ebenreiter, president of 

Ages the Wisconsin firm. “We used to 

CORSE Conran use job signs, but they were often 
SHEBOYGAN, WISCONSIN knocked down or destroyed. 

Sec Hal “On a car of 2 x 10’s,” says Bob, 
“we find it takes one man about 20 
minutes to stamp the lumber. This 
is inexpensive compared to the ad- 
vertising results we gain from the 
marked lumber.” 














FIREPLACE 
GRILLS 


Now ready for the “Do-it-yourself” trade 
Three sturdy new Hi-Lo fireplace grill tops 
designed to fit practically any indoor or outdoor 
fireplace or barbecue. Ruggedly constructed of 
steel rod electro welded in close-mesh arrange- 
ment for full cooking support. Reinforced 
around all edges and finished in sparkling Nickel 
plate for more years of clean, pleasant service, 


Stock up now...and watch them sell themselves! 


Three sizes to choose from 
A. 24” x30” 1” mesh 
B. 24" x 24” 1” mesh 
C, 24" x 18” 1” mesh 

Individually packaged for those 

fast, profitable sales 


The new Hi-Lo Fireplace Grills ave available for immediate delivery 
Use the coupon below for additional information, Mail it today! 


Gentlemen: Please send me full infor- 
mation, literature and prices on the 
Hi-Lo Fireplace Grills. 


Name 
Company) 
Address 


City Zone State 
{] Have your representative contact me at once. 


UNION STEEL PRODUCTS CO. 


ALBION, MICHIGAN 


3UILDING Propucts MERCHANDISER (For more data on advertised products {ill in coupon on page 72) 





PLUMBING ISLANDS offer a com- 
plete selection of pipe, fittings and 
fixtures. 


Plumbing and Heating Department 





Holds 


Maryland dealer’s P&H 
department does $100,000 
annually—one good reason 
he believes in diversified 
lines. 


A complete plumbing and heat 
ing department that grosses $100, 
000 per year is helping the Elkton 
(Md.) Supply Co. maintain a good 


year-around sales volume. 

Henry A. Metz, vice-president, 
explains it this way: 

“Experience has taught us that 
a retail building materials dealer 
must handle diversified lines and 
services if he really intends to 
control package sales. Also, the 
dealer must be continually seek- 
ing new lines and services to avoid 
seasonal slumps and to replace 
lost business. After all, our taxes, 
insurance and overhead costs go 











earn a fair profit. 


ing, ice, fuel oil, coal and appliances.” 














Smart Merchandising 


"We believe that our diversified product and service lines have stimulated sales 
of lumber and building materials,” says Henry A. Metz, vice-president of the Elkton 
(Md.) Supply Co. which lest year grossed $1,250,000. 

"Today, you hear more and more experts advocating that the lumber dealer must 
go into the construction end of the business in order to control the complete sale and 


"Well, perhaps that will become the custom in the natural course of business 
development. In our own operation, we are sure that we are in a better position than 
many dealers to attract and control more sales because we handle plumbing and heat- 


The Elkton Supply Co. was established in 1925 as @ coal, ice and fertilizer dealer- 
ship; the fertilizer business was replaced by lumber and building supplies. For years, 
the firm has been gradually replacing the coal business with a fuel oil department and 
today it is one of the largest oil suppliers in the region. 

An oil burner service department was a natural outgrowth of the fuel oil business 
and eventually evolved into a complete sales and service department for home heating. 
Air conditioning sales and service is now being added to the heating department. 

As kitchens and bathrooms changed over to modern fixtures, the firm went into sales 
and service on plumbing supplies and fixtures. The old ice business, which has dropped 
from 10 to two routes in less than 20 years, furnished profitable leads for sales of new 
refrigerators and other appliances. The firm services all the appliances it sells, 

"lt is amazing how the sales from our plumbing and heating department can lead 
into sales of lumber and building materials and vice versa,” says Henry. 

















Key to Bigger Sales 


right on whether our volume is up 
or down. So, we diversify to keep 
it up.” 

Here’s how the plumbing and 
heating department functions: 


DEPARTMENT PERSONNEL: 
When the firm first went into the 
plumbing and heating service 
business, they employed local inde- 
pendent mechanics on a job basis. 
This arrangement was not satis- 
factory because of the lack of con- 
trol over the workers. 

The company formed its own 
plumbing and heating service de- 
partment that includes three me- 
chanics, three helpers and a de- 
partment supervisor. Plans are 
being made to add two more 
plumbers to the staff. Generally, 
actual installation work is per- 
formed by a two-man crew, includ- 
ing a mechanic and a helper. 

The department manager, who 
is a plumbing and heating engi- 
neer, surveys and estimates all 
jobs and supervises the work. He 
also performs sales duties as part 
of his job. The department is 
equipped to service all plumbing 
and heating and appliance prod- 
ucts they sell. 

EQUIPMENT AND INVEN- 
TORY: The department has three 
pick-up trucks fitted out like con- 
ventional plumbing and heating 
service trucks. The firm maintains 
a substantial inventory because 
the nearest supply source is 20 
miles away in Wilmington, Del. 

Supplies are binned in a special 
service section at the back of the 
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store which resembles a parts de- 
partment in an automotive garage. 
3ulky pipe and other items are 
stored in the basement (connected 
to the ground floor by an elevator) 
and in the yard and yard ware- 
houses. 

SALES TRAINING: “We have 
55 employes in our two outlets 
here in northeast Maryland,” says 
Metz. “Since our firm handles a 
complete line of lumber and build- 
ing supplies, plus plumbing and 
heating products, coal, fuel oil, ice 
and appliances, it’s quite a job 
keeping our sales personnel up to 
date on product information. 

“We keep driving home the fact 
that we want our people to sell the 
Elkton Supply Co. as the custom- 
ers’ headquarters for buying any- 
thing they need to build or main- 
tain a home,” he explains. 

Special sales meetings are held 
at least once each month. Manu- 
facturers’ representatives serve as 
instructors. Frequently, building 
contractors are invited to sit in on 
the sessions. 

Whenever possible, the firm 
sends its four outside salesmen, 
the inside salesmen and the techni- 
cal men to schools and_ short 
cou:ses conducted by associations 
and manufacturers. Currently, 
they are studying air-condition- 
ing, which is being added to the How Small Lumber Yard Saves 
plumbing and heating department. 

SALES TIE-INS: Salesmen are e e 
trained to be on the lookout for with ad Sheeman Fork Lift 
tie-in sales. When a coal customer 
announces that he is planning a 








I 
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change-over to oil, the firm en- They’re not the biggest in town . . . but progressive Kuehnle Lumber 
deavors to sell him the conversion Co., Toledo, Ohio, profits with mechanized material handling. Says 
equipment, install it and sign him Mr. Bernard Kuehnle: “I don’t care what size your yard is, you'll 


up for regular oil deliveries. Store 


save time handling materials with a Sherman Fork Lift!”’ 
salesmen find that casual over-the- 


counter inquiries about bathroom Among his savings: (1) All bulk materials are handled on pallets, 
or kitchen fixtures often lead to in economical large-unit “packages.” (2) Many of these are wrapped 
major remodeling jobs for the in paper for inexpensive outside storage. (3) Carloads of lumber are 
firm. | now moved in hours . . . it used to take weeks. Heavy loads of shingles, 
“When we sell a contractor ma- Sa nh he ea es ickl yer 
terials for @ new house.” says ; rials are quickly and easily handled, (4) Inven- 
Metz,” “we don’t feel we’ve done tory control is easy with “large unit storage.” (5) Experienced yard 
well at all unless we sell and in- help is promoted to inside selling, with the Sherman Fork Lift more 
stall all the plumbing and heating than replacing them in the yard. t 


supplies and appliances.” 
SHOWROOM DISPLAYS:’ The 
firm has several 5x10’ islands de- 


The Sherman Fork Lift hoists 4,000 pounds as high as 10 feet. It 
has traction for any ground, in any weather. It’s safe, rugged, eco- 


voted to the display of plumbing nomical, easy to operate . . . and sold and serviced locally. Ask your 
items and fixtures. Refrigerators, Ford Tractor Dealer for a demonstration on your job, or write for 
ranges, deep freezes, washers, free Bulletin No. 1119. 


dryers, mangles, TV sets, radios 
and hot water heaters and other 
appliances are displayed on the 
showroom floor. 

ADVERTISING: The firm runs ' 
display ads in two local newspa- 
pers every week. A large amount 
of direct mail and envelope stuff- 
ers is used to supplement the 
newspaper advertising. Overall | 






*Manufactured Exclusively for 
Sherman Products, Inc., 
by K-D Mfg. Co, 
Cleburne, Texas 





S/ 


RODUCTS, INC. 


theme in advertising as in per- | ROYAL OAK, MICHIGAN e 

sonal selling is to merchandise the @ 

Elkton Supply Co. as the complete POWER DIGGERS * FRONT END LOADERS + FORK LIFTS* oo 
one-stop shopping center for all ® 





building materials and services. 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN FOREST PRODUCTS LTD. 


EBURNE SAWMILLS D1vIsION 
VANCOUVER, B.C. 




















PICTURE FRAME 
MOULDINGS tor the 


DO-IT-YOURSELF TRADE 


Your customers will want to 

make their own picture four 
frames oe because it’s a attractive 
real saving, it’s easy, and 

it’s fun. These popular styles 
make-your-own frame mould 

ings are perfectly suited for 

every type of picture. Ideal 

for trays and mirror frames 

as well 





Smooth finish, close grain 
Basswood. Easy to work. Can 
be finished with paint, stain, 

or natural. 


Attractive self-serve display 
case assures quick sales, stands 
36” high, takes less than a 
square foot of floor space. 





Ask your jobber, or write to 


Graddell 


MANUFACTURING CO. 
1117 Taylor Ave. Grand Rapids, Michigan 





LUMBER COMPANY 


PRINGSTOWN IDAHO 
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in an exclusive American Lumberman series 


Lighting and color —the two most decorative features of a new 
or remodeled showroom are fully presented in this feature. Selec- 


tion of the best flooring material to specify is also detailed. 


store interiors 


Research has proven that 87% to 90% of a cus- 
tomer’s impulse comes through the eyes. Sales 
arguments may be heard, but when the public goes 
shopping, it goes seeing. 


This is the reason that almost any store designer 
will tell you that he regards the progress made in 
lighting and color as vitally important. 


In recent years, lighting has increased to five 
or six times prewar standards. Knowing the sell- 
ing power of light, many retailers have often gone 
too far and created a sea of monotonous light in 
their stores. 


Taste and Skill Are Required. This is essentially 
true of building materials retailing where many 
of the products are eventually used in the home. 
Store lighting should often create the same effect 
as home lighting. 


The retail showroom for building materials 
essentially does have special problems unique for 
this industry. It is an axiom of good retailing that 
at the point of sale lighting should show the true 
color and quality of the merchandise and direct 
the customer to a satisfied sale. 


This condition is especially important on many 
basic products that involve a large expenditure of 
money for the customer. Selecting the proper 
lighting could be complicated, but it really isn’t. 
Just keep in mind that the lighting should dupli- 
cate as much as possible the conditions under 
which the product, after installation, will be view- 
ed by the customer. 


Roofing Is an Example. It will be exposed to sun- 
light and the customer will like or dislike the 
color under this lighting. It’s obviously a mistake 
to show roofing samples under warm incandescent 
light or under any of the warmer fluorescent 
tubes. A blue-white or daylight incandescent bulb 
is called for or a daylight fluorescent tube. 


Or another example. Insulation board in plank 
design will be installed in a room interior where 
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floor or table lamps will be the rule. Here it’s bad 
merchandising to use daylight type illumination 
because it will give a false impression. In the 
home, during daylight hours, the sunlight is fil- 
tered by shades and blinds and the color of the 
furnishings is an influencing factor. 


Incandescent lights, which have a warm tinge, 
or de luxe cool white fluorescents, which have a 
warm gray color, are recommended. 


Lighting Guide. With this policy as a guide, it 
isn’t too difficult to select proper light sources for 
a showroom. 


Most incandescents, with the exception of blue- 
white daylight bulbs, have a warm tone. The seven 
types of fluorescent tubes offer extreme flexibility. 
Fluorescents include: 


1. Standard warm white 
De luxe warm tone 


2. De luxe warm white 
3. Standard cool white 


4. De luxe cool white* 
Soft white 


5. White, 3500° K 
6. Soft white 
7. Daylight 


*Recommended for general showroom lighting in 
this industry. 


How Much Light? The standard unit for measur- 
ing light is foot-candles, the brightness falling on 
an object and its reflectivity read by a light-sensi- 
tive meter. In this industry, it is agreed that 50- 
foot-candles for general overall lighting is needed 
to adequately cover circulating aisle areas and 
merchandising wall and counter areas. Special 
displays can then be highlighted with flood and 
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spot lights to draw special attention and stimulate 
impulse buying. 


Lighting Windows. Because a window display 
must get over its message in from three to five 
seconds, strong lighting and effective atmosphere 
is especially needed. Modern, open store fronts 
rarely have window displays, but spot and flooa 
lamps should be used to light free-standing dis- 
plays placed near the window. 


Conventional windows with closed or open backs 
require 100-250 foot-candles for the entire window 
using either incandescents or fluorescents. 


Spotlights of 500 to 1,000 foot-candles are espe- 
cially helpful to add attention and reduce veiling 
reflections produced by large plate glass windows. 


Fluorescents Recommended. In the sketches 
with the feature, you will note that fluorescents 
are specified for general lighting. Fluorescents 
produce a more uniform light and higher intensity 
at lower cost. Please note, as noted previously, 
that fluorescents produce light of different color 
temperature and this affects merchandise differ- 
ently. 


The tube selected, therefore, depends on the 
basic color best for that department. A variety of 


types of fluorescents is not recommended for the 
overall store lighting. Different types may be used 
on individual wal! units to achieve the best effect 
with a particular product. 


Your local utility has a portable kit of fluores- 
cent lighting that they will bring to your show- 
room for a demonstration. Call on them. 


Sound Conditioning. You will note that an 
acoustical ceiling is suggested for one of the light- 
ing plans illustrated with this article. With in- 
creased store traffic, many dealers seem seriously 
interested in doing a good job of sound control. 
It’s also a trend that’s a growing factor in com- 
mercial remodeling and new construction. Used 
in your store, it’s another example of a product 
in use. 


There are certain things to check carefully. 
Ceiling ducts must be located to minimize dust 
deposits on the surface of the ceiling itself. The 
acoustical material admittedly offers some mainte- 
nance problems unless perforated metal panels 
with acoustical pads are specified. Most fiber 
acoustical tile must be vacuumed and, when paint- 
ed, only certain paints may be used. 


One idea becoming quite common is to have at 
least a portion of the showroom with an acoustical 


Lighting Fixtures 


Spotlights 


These units should be in- 
stalled during the remod- 
eling or erection of a new 
building in strategic ceil- 
ing areas. Units should be 
adjustable, have louvers to 
eliminate glare. Bulbs for 
spotlights come in 150, 
200 and 300-watt sizes. 


General Lighting 
Tubes 


1. Slimline tubes are in- 
stant starting with a 
strong pin base that in- 
serts easily. Fewer lamps 
are required to produce a 
given level of light. 


2. Rapid-start, 40 - watt 
four-foot fluorescent tubes 
offer one-second starting 
at little more cost than 
conventional 40-watt pre- 
heat tubes. 


8. De luxe cool white is 

25% less efficient than standard cool white fluorescent 
tubes but renders a natural daylight color. De luxe warm 
white gives a warmer tone. Standard cool white is the 
most popular tube for general store lighting. 
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Fixture Lighting 


Wall units can be lighted 
with strips of fluorescent 
in fixtures placed at least 
12 inches out from the 
wall itself. 


General Lighting 


1. Fixtures recessed in 
the ceiling have a neat, 
finished appearance. Units 
usually handle two fluores- 
cent tubes. Cover plates 
can be glass, plastic or 
textured louvers or baf- 
fles. The louvers are hard 
to clean. 


2. Louvered fixtures Le. 2 

continuous row pe Aan 

tached to the ceiling oe 

suspended a few inches 

Keeping the fixture high makes it less distracting. Both 
two and four-tube fixtures are available. 


3. Low-cost, side-shielded units offer many ecrentnges. 
Cleaning and tube replacement is easy and fast. 
side shields, however, are a “must.” 
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General Lighting Plan No. | 


This quality plan has three rows of recessed fixtures installed in an acoustical ceiling. 
Each unit has two slimline or rapid-start fluorescents in the fixture with either glass 
cover plates or louvers. When the rows are placed six feet apart, this plan will produce 
55-foot-candle illumination throughout the showroom. 








General Lighting Plan No. 2 


Here is a medium cost plan that calls for two continuous rows of fixtures with louvers. 
Each fixture has four slimline or rapid-start fluorescents that produce 75 foot-candles 
in its immediate area. The fixtures are attached flush with the ceiling to improve show- 
room appearance. Spotlights are suggested in this plan and all the plans on this page. 























General Lighting Plan No. 3 


Two rows of side-shielded fixtures are recommended for this low-cost but efficient gen- 
eral lighting plan. Units are spaced eight feet apart and each fixture has two slimline 
or rapid-start fluorescents. Installation is continuous for economy in wiring and appear- 
ance. This plan produces about 45-foot-candle illumination in the showroom, 


ceiling. The area near the service counter is rec- 
ommended where customers pile up and the noise 
level is rather high. 


tools, ivory for paint, yellow for garden tools. On 
the island or floor units, blue, yellow, peach, rose 
or green have been advocated, depending on the 


: : ; ; merchandise displayed. 
Color in the Showroom. In many industries 


fairly closely related to building materials, it has 
been the practice to recommend certain colors for 
each department. On wall units, for example, blue 
has been suggested for builders hardware and 
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The general theory here is that colors accentu- 
ate merchandise and that the colors tie the wall 
and floor units selling similar merchandise to- 
gether. 





Newer store research is casting doubts on this 
theory for varied color in the showroom. Working 
from the premise that color should never be more 
important than the goods on display, the present 
practice is to suggest subtle color for both fixtures 
and the walls of the store itself. Field research 
has definitely proved that vivid colors distract 
from merchandise and should be reserved for the 
front of the store selling area, offices and cus- 
tomers’ rest rooms. 


Neutral-natural finish fixtures are an alternate 
for muted colors on fixtures. Similarly, wood pan- 
eling can be recommended for interior walls of 
the store. 


An extremely large store in this or any other 
industry can use varied colors in different depart- 
ments. We discourage different colors because 
stores in this industry still are relatively small 
and departments may consist of only eight feet of 
wall space or a single island unit. 


Floor Coverings, Attractive floor coverings pro- 
vide an excellent background for displaying mod- 
ern building materials. A bright, good-looking 
floor pulls in customers and sells more merchan- 
dise. In remodeling or planning a new store, the 
dealer must balance appearance with ease of 
maintenance. Here are the highlights of popular 
floor coverings: 


Asphalt Tile. Low-cost flooring that is tough, 
long wearing and relatively easy to clean. Fairly 
brittle and requires a smooth underflooring so tile 
will not crack. Oil, grease and solvents cause 
ee and color bleeding. Satisfactory for both 
yelow and on-grade installations. Must be pro- 


tected with soft rubber casters or gliders approxi- 
mately 114 to 21%” on legs of fixtures to prevent 
denting. 


Linoleum Tile. Modern linoleum tile has no bur- 
lap or felt backing and is the same from face to 
the back of the material. It is easy to maintain 
and lends itself to custom design with special in- 
serts. In cleaning, alkali should be avoided be- 
cause this agent makes the tile brittle and porous. 


Rubber Tile. This product is resistant to inden- 
tation and now available in many new colors and 
patterns. It can be laid over slightly irregular 
surfaces and periodic buffing with steel wool re- 
stores its luster. 


Vinyl Tile. This tile, which is made with vinyl 
and asbestos fillers, is noted for its clear, bright 
colors that remain lustrous. It’s more flexible than 
asphalt tile and will not harden with age. It’s re- 
sistant to alkalies, acids, bleaches, grease and 
solvents. For use either above or below grade. 


Cork Tile. Only recommended for private offices 
and other spaces. Not recommended over con- 


crete in contact with the ground. : 


Wood. Easy on maintenance, beauty and a 
product sold universally by dealers, speaks in 
favor of wood. It’s more resistant to oil and grease 
than many tiles and has good resistance to impact. 


NEXT ISSUE. Laying out a store will be the 
highlight of the next article in this series. How 
much space to devote to specific products and layou 
factors to consider in self-service merchandising. 


Flooring Materials (Listed in Order of Approximate Rating) 


More Resistant to 
Indentation 


Brick, cement tile, 
ceramic tile, colored 
concrete, flagstone, 
slate 


Vinyl 

Wood (hard) 
Rubber tile 

Special linoleum tile 
Wood (soft) 
Linoleum 

Cork tile 

Vinyl asbestos tile 
Asphalt tile 


More Resistant to 
Oil and Grease 


Ceramic tile, brick 
(glazed) 

Vinyl 

Vinyl asbestos tile 


Special linoleum tile 
Linoleum 

Cement tile 
Grease-resistant 
asphalt tile 
Flagstone 

Slate 

Wood 

Rubber tile 
Colored concrete 
Cork tile 


Asphalt tile 
(standard) 


Easiest to Maintain 


Ceramic tile 
Cement tile 

Special linoleum tile 
Vinyl asbestos tile 
Vinyl 

Linoleum 


Rubber tile 

Asphalt tile 

Wood 

Slate 

Cork tile 

Brick, colored con- 
crete, flagstone 


Less Noise at Point 
of Impact 

Cork tile 

Rubber tile 

Linoleum 

Vinyl 

Special linoleum tile 

Vinyl asbestos tile 

Asphalt tile 

Wood 

Brick, cement tile, 

ceramic tile, colored 

concrete, flagstone 


Courtesy Small Homes Council, Univ. of Illinois 
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18-PAGE BOOKLET ON 
PROPERTIES, USES 
AND GRADES 


of WESTERN WHITE SPRUCE 





In answer to the many requests we have received 
for information on Western White Spruce we have 
compiled this comprehensive, factual booklet which 
tells the complete story of this versatile building 
material. Beautifully illustrated, in full color... now 
available to you FREE! Western White Spruce is 
your best choice for all stages of building and 
industrial crating ! 


Write for your booklet TODAY 
NAME 
ADDRESS 








CANADA PERMANENT BUILDING 
10126 100th STREET, 3 
EDMONTON, ALBERTA, CANADA 
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American Lumberman 


YOUR AD OF THE WEEK 





ADservice 


Mo. 39 of a Series 


Package Selling Makes it Easy for Prospects to Buy 


Package selling is the stimulant that has sparked 
the growth of many firms from ordinary building 
material supply stores to established “first stop” 
headquarters for prospects interested in any new 
construction or remodeling project. It is the proved 
merchandising plan through which the dealer, by 
offering specific services, gets the lead and controls 
the sale. 


Package selling is a sound successful merchandis- 
ing plan because it answers the prospect’s problems, 
offers him a reliable source of information and assist- 
ance—makes it easy for him to buy. 


Only the lumber dealer can offer the customer the 
complete help he requires—planning aid, estimating, 


8 col. x 11 in. 


VEENSTRA LUMBER'S “~~” 
Low cost solution to crowded living! 





it con be financed even 
on your and if you wish, 
arrange tor o reliable contractor to do the work 
Why delay? Come in todoy—stort enjoying your 
new, comfortable “added room,” 














Seoging floors © prebtem in 
tite tat the paper thin ven. TY howe? We have the om 
yh Rep ore the me 
Now, in tot quentities only... 


ewer, Steet scree posts adjust- 
tte thom #7" te 7°6" cosity 
Wutetied by you Only . . 


97.50 wn 








financing information, demonstration of materials 
and equipment, full range of samples of alternate 
materials, construction advice, plus knowledge of and 
experience with local contractors. 


Package advertising is an essential part of package 
selling. Two excellent examples of dealer newspaper 
ads are reproduced below. 

All mats in these ads are from ADservice—the 
exclusive American Lumberman service which offers 
dealers a total of 254 mat illustrations. Included are 
such projects as garages, recreation rooms, kitchens, 
add-a-room, attic rooms, and others, as well as a wide 
variety of product pictures. Write American Lum- 
berman today for free 48-page book of suggested lay- 
outs and copy, informative articles and reproductions 
of complete series of mats. 

Note how these ads combine projects and specific 
products, doing a selling job to both types of pros- 
pects—those interested in the “package,” and those 
in the market for unit items. 


3 col. x 9 in. 


Need More Room? 


WE'LL HELP YOU TRANSFORM 
YOUR BASEMENT INTO A FAMILY 


oS — at 
Yh 





tH 
pd, 
HH 
sHITA 


if 


Individually selected, 
ght ~tmetied Cedar 
penciling that will tw 
ing. © ott your home apart, 


—— = — 


STEARNS LUMBER COMPANY 


BUFVALO LAKE GEORGE TETERSON Mer 
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Guaranteed- Quality 


FLEXIBLE PLASTIC PIPE 


A FAST 
SALES PACE 
IN EVERY FIELD 


ABOVE: Installing CRESLINE with a sub-soiler at the 
DeMotte Evans Farms, Otwell, Ind. — now using almost 
two miles of CRESLINE bought from the same local dealer. 


PLASTIC PIPE has gone a long way in just a few 
short years — and CRESLINE has stayed right in 
stride. Every month brings still more demand for 
this modern pipe that “has everything.” And in every 
market, a steadily bigger share of the big-ticket busi- 
ness is going to CRESLINE distributors and dealers. 


STANDOUT QUALITY, backed by outstanding 
service, has kept CRESLINE out front in its fast- 
growing field. Made of 100% virgin materials . . 

measured and marked at both one-foot and ten-foot 
each coil of CRESLINE is checked, 
double-checked, and pressure-tested. It must be right 
before it’s shipped. It must be shipped within 24 
hours after receipt of your order. All good reasons 


intervals .. . 


why you can gain more sales ground — faster and 
easier — with CRESLINE GUARANTEED-QUALITY 
plastic pipe! 

MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
DIVISION OF THE SOCIETY OF THE PLASTIC INDUSTRY 


CRESLINE dealers sell 
pipe by the mile to 
operators of resorts, 
camps, golf courses — 

as well as to farmers, 
builders, and homeowners 


Write for New Literature and 
Name of Your CRESLINE Representative 


CRESCENT PLASTICS, INC. 
Dept. L-5, 955 Diamond Ave., Evansville 7, Ind. 
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Ultimately, the consumer desires quality in windows 
He looks for performance, beauty and superior 
construction. His point-of-view is that fine quality in 
a product means real economy. WOODCO E-ZEE Loc 
Wood Awning Windows craftsmanship, construction 
and easy installation guarantee this economy. 


Nothing to adjust * Nothing to get out of adjustment 
SOLD EXCLUSIVELY 


THROUGH THE 
LUMBER DEALER 





Clean inside and outside 
surfaces ... from inside, 





Thermopane® Insulating 
Glass available to reduce 

condensation and cut fuel 
bills! 





No-draft ventilation .. . 
even when it’s raining! 











CHECK THE WOODCO E-ZEE Loc PATENTED FEATURES: 
@ EASY TO LOCK @ DOUBLE VINYL 


@ SEQUENCE AIR CONTROL WEATHERSTRIPPING (Pot, Pend.) 
@ TOXIC-TREATED TO PREVENT DECAY © WATER REPELLENT TREATED 
@ EXTRA HEAVY SASH and FRAME @ COMPLETELY ASSEMBLED 
For your nearest Distributor or other information write to 
Distributing Divisions 
NORTH BERGEN | SCHENECTADY 3 | LOWELL 
N. J N.Y. MASS 


ROCKWELL of RANDOLPH, Inc. (Wholesole Millwork Div.) Randolph, Wis. 
E-ZEE Loc Awning Window Div., Miomi 47, Fla. 


Woodco Corporation 
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FIRST choice 
of all whe 
specify sell 
and install 
sinks and 


tink top 


FIRST in 
acceptance, the 
Hudee system 
leads all others 
in number of 
a 
installations 


coast to coast 


(For more data on advertised products {ill in coupon on page 72) 


Quality and dependability are 
synonymous with leadership. And, 
leadership is earned and maintained 
only by these attributes. Leadership 
calls for experience, foresight and 
constant improvement and 
developmemt. 


You know you've sold the best when 
you've sold HUDEE. You're 

confident that the most modern, 
latest type sink frame is in your 
installation. 


The “‘firsts"’ registered by HUDEE 
have established HUDEE as the 
leader in the manufacture and sales 
of sink frames. 


First made in aluminum—first to be 
de in stainless steel—first to 

be made in three types for easier 

installation, more versatility —first 

to get Good Housekeeping seal 

of approval, etc. 





it's a Hudee 


PATENT NOS. 2,440,741 and 2,704,370 


NATIONALLY ADVERTISED 


leading magazines tell 
homeowners about 
HUDEE’s advantages. 
Use only the sink 

frame bearing this seal. 


Call the Hudee Distributor in your area or write — 


225 West Hubbard St. - Chicago 10, Illinois 


IN CANADA, Welter E. Selick ond Company, Ud. - Toronto 














aS sa nal 


STEEL GARAGES, easy to erect with hand tools, are 
shipped dismantled, complete with all parts, fastenings and 
easy to follow instructions from Steelcraft Mfg. Co. in one, 
1% and 2-car sizes. Above, a dismantled model is stacked 
in front of erected garage. 


Hardboard Association Plans Promotions 


“Hardboard, in the past few years, has become one 
of America’s major wood industries,” said Paul B. 
Shoemaker, president of the Hardboard Association 
at a recent meeting in Portland. Few homes in the 
country are built today without some hardboard; 
more and more home remodeling jobs are utilizing 
hardboard and more industrial users are discovering 
the advantages of tais hard, dense material, he re- 
ported. 

Seven of the 10 manufacturers of hardboard in the 
U. S. are members of the association which was 
formed a little over two years ago. Chief function 
of the group is to conduct educational and promo- 
tional programs designed to broaden the use for the 
versatile material. At the semi-annual meeting held 
in Portland, an expanded trade promotional program 
and intensified technical effort for improved quality 
and design were programs adopted. 





COMPANIES ANNOUNCE 





A. R. Fisher, president of Johns-Manville has an- 
nounced that the firm will build an asphalt roofing 
plant and warehouse near Savannah, Ga., with pro- 
duction expected by early fall, 1956. The second 
major expansion announced by the firm last month, 
the Savannah operation will be the 23rd Johns-Man- 
ville plant in the U. S. and Canada. Earlier in June 
the company announced plans for construction of an 
insulating board plant at North Bay, Ontario, Can. 


The Weatherstrip Research Institute reports that 
sales of metal weatherstripping for May were 29.5% 
greater than for the same month last year. Sales for 
the first five months are 32% higher than for the 
same period in 1954. 


J. P. Weyerhaeuser Jr., president of Weyerhaeuser 
Timber Co., has announced that a 400-ton sulphite 
mill will be built at Cosmopolis. Work will begin late 
this year and the plant is expected to be completed 
during 1957. The mill, to be constructed at an esti- 
mated cost of more than $20 million, will employ ap- 
proximately 300 men and women in the production 
of bleached sulphite paper pulp. 

(continued on page 54) 
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Pisitiieirepiuneetn OAK FLOORING 
The flooring of Superior Quality 
Made from genuine Ozark Mountain Oak ee eee 
End matched — NOFMA graded 
Carefully seasoned in modern kilns 
* Uniform color and grain 


You will like the quality of our oak flooring. You will be 
satisfied with our prices that allow a nice margin of profit 
for you. You will be more than pleased with the promptness 
of our delivery service. Do as many of our customers have 
done — send us your next flooring order and we are certain 


et ge make us your regular source for your oak flooring 
needs. 


Trailer loads or split loads are delivered at 
carload prices. Coast-to-coast rail shipments. 


ADGETT- MITH FLOORING COMPANY {?".,2 


Uae ee 2 ee 


SAVINGS WHERE IT gee 
...ON THE JOB 
¢— 


ALUMINUM 
mMerco Double Vertical Slide 
A Metalart Product Ww ! | D oO WwW Ss 


The Metco window gives you unequalled installation ease plus 
unmatched quality for the price, It was designed to provide 
builders with an attractive aluminum window of high quality at a 
price comparable to that of wood or steel windows. Excellent 
performance combined with quick, simple installation makes the 
Metco a favorite with homeowners and builders alike. 





ee ee 








Check these advantages: 


Y Complete Package Unit A complete, factory assembled 
package requiring no job-site glazing, no hardware or extra 
attachments. 

iY Competitive Cost Designed for today’s cost-conscious 
dealers who demand quality. Engineered to eliminate costly 
gadgets and accessories yet give superior performance and. 
operation. 

Y installation The Metco window makes installation easy by 
incorporating an integral nailing fin and also built-in screen 
retention channels which, in most cases, provide exterior 
trim. 

iY Quality Construction Sash and frame fabricated from 
062 extruded aluminum. Won't rust, swell, warp nor decay. 
Assembled by use of screw channels forming hairline joints 
with maximum strength. 


i 








WRITE FOR CATALOG METAL ARTS 
AND PRICES ON THIS Manufacturing Company, inc. 
FAST SELLING LINE! P. O. Box 4144 ATLANTA, GA. 
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New Trade Association 


The organization of the Ameri- 
can Wood Fabric Institute was an- 
nounced recently by the manufac- 
turers of woven wood fabric and 
woven wood window and porch 
blinds, shades and drapes and 
folding doors. The Institute’s of- 
fice will be in the Associations 
suilding in Washington. 


A program for use of AWFI 
quality certification trade marks 
will be announced shortly. A 


spokesman for the manufacturers 
reported: “AWFI will assist in the 
development of commercial stand- 
ards which will assure the con- 
sumer of an American made qual- 
ity product.” 


Closed-Circuit TY Used To Present New Paint Line 


The first closed-circuit tele- 
vision sales meeting in the paint 
and building materials industry 
was held by Certain-teed Products 
Corp., Ardmore, Penna. 

An hour-long telecast originat- 
ing in the studios of WFIL-TV in 
Philadelphia, it gave Certain-teed 
executives a dramatic opportunity 
to present to all sales personnel 
simultaneously, the company’s new 
lines of Bestwall and Cert-N-Cote 
paints and the advertising and 
promotional campaigns planned 
for them. The program was viewed 
in hotel conference rooms and 
television studios by some 200 
Certain-teed salesmen in ten dif- 


For REAL SERVICE on West Coast 
lumber and lumber products... 





these TW&J sales people are ready to help you. 


Trvnrern.Wensrer & Jounson. Ine: 


»AN FRANCIS 
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ferent cities throughout the U. S. 

Reception of the closed-circuit 
TV program by district sales per- 
sonnel was enthusiastic, and with- 
in an hour afterward, congratula- 
tory telegrams were being received 
in the home office. 

R. G. Lizars, chairman of the 
board spoke, and it was at this 
time he made the first public an- 
nouncement of Malcolm Meyer’s 
election as president. 


Course-Aligner Shaves 
Shake Application Costs 


A labor-saving course aligner 
developed by Olympic Stained 
Products Co., Seattle, Wash., is 
helping contractors save as much 
as $50 in labor costs per house. 

Besides speeding installation of 
shakes, the Olympic Shak-A-Matic 
eliminates the need for a story pole 
or undercourse stapling. Follow- 
ing simple instructions, it is an 
easy matter to use the device to ap- 
ply Olympic Stained shakes. 

Building materials dealers han- 
dling the Olympic line can lease 
the Shak-A-Matic from their dis- 
tributor for loan to builders. 





BUILDER Les Erickson, left, gets in- 
structions in how to use the Shak-A- 
Matic automatic course aligner from 
Jim Mathewson of the Bayview Lum- 
ber Co., Edmonds, Wash. 
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* 
TIP SHEET fy Sam Weeks Behind 
We've mentioned before in this column — but Th 
we think it bears repeating—that there is a world 


of difference between an order taker and a sales- 
man. For many years flooring retailers were 
“shortage-minded”. They didn’t worry about 
making a sale, because there was always another oOo r eee 
customer who would buy their merchandise. If 


a prospect walked out in a huff who cared! There | | | 
wasn’t enough merchandise to go around anyway. 


* 


But, as the saying goes it’s a 

= wi! fro long lane. And now flooring 
; * dealers are climbing back up 

J that hard hill known as a buyers’ 
UZ market, Fortunately, they have 
a) many more sales tools to help 
} °/ them sell. Basically, they have 
f ©’ newer and better products. Tile 
styling is better, colors are more 
fashionable, lines are expanded. 


* 


And they stil! have a booming market. A more 
discriminating market to be sure, but one with 
plenty of desire and plenty of money. People 
will buy your products ... provided the products 
you handle come up to their expectations. 


7 


In the flooring field, Moultile has kept ahead of 
the demand for style and product improvement. 
Moultile offers Jubilee, the high style dots-of- 
color pattern (now in both asphalt tile and vinyl- 
plastic tile) ; Moulflex, easy-to-clean vinyl-plastic 
tile, in 13 radiant colors; Moulcork, that looks 
like luxurious natural cork yet costs so little; 
Parquetry, in 4 striking wood tones; and, of 
course, popular Moultile asphalt tile, the old 
reliable volume-producer. 


| 4 


/ 


of 
} 

















. are the finest 
materials and workman- 
ship by craftsmen. Flush 








doors for every purpose. 





*WITH THE MOULTILE FLOOR, IT's A STEAL!” 











Yes. you’ve got more than ever in the expanded 


Moultile line to help you land the sale. Why not 
get full information about handling Moultile 
today! We'll be happy to send it to you. 


DOOR COMPANY 


MOULTILE, INC. gg) || | zzs. wma 


Houston, Texas * Joliet, Ill. * Long Beach, Calif. * Newburgh, N.Y. 
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NPDA OFFICERS. Managing director Charles E. 
vice-president Earl G. Thuresson, president of Associated 
Door & Plywood Co., Chicago; new NPDA president, Leon- 
ard EB. Hall, vice-president of Lumber Products, Inc., Port- 


land, Ore., who succeeds M. C, Davidson. 








Devlin; 





NPDA DIRECTORS. Three of the five new directors of 
National Plywood Distributors Association. Left to right, 
John P. Ashton, John W. Goetz, Jr. and James A. Standard 
Not present for photo were directors William F. Fahs and 


; 
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William W. Logan, Jr. 





Now a flooring that 





To Builders, Carpenters and Home Owners 
5S REASONS WHY 


BECAUSE it is made from high- 
quality OAK— from the Mis- 
souri Ozarks. 


BECAUSE of the beauty of its nat- 
ural matched grain and uniform 
texture it blends perfectly with 
any color scheme. 


BECAUSE it will absorb years and 
years of abusive wear and still 
look like new. 


BECAUSE it is properly seasoned 
in modern Moore Cross Circula- 
tion kilns before shipping. 


BECAUSE it is accurately milled and precisely 
graded to NOFMA standards. 


On your next flooring order try OZARK OAK FLOORING. You 
will be glad you did — it brings repeat business. Prompt shipment, 
carefully bundled for safe, clean arrival is assured. 


@ 


oy 
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The OZARK OAK FLOORING COMPANY 


‘ BISMARCK, MISSOURI 


PHONE 115 
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Wholesalers 


NPDA Maps 
Plans to Boost 


Retail Sales 


National Plywood Distributor 
Association Schedules 
Revolutionary Merchandising 
Plan to Speed Up 

Plywood Use-Rate 


At the National Plywood Dis- 
tributors Association Convention 
held in June in Portland, a new 
non-profit corporation was form- 
ed, Jobbers Plywood Promotional 
Fund, Inc. President of the new 
organization is M. C. Davidson, 
president of Houston (Tex.) Sash 
& Door Co. 


Aimed at stimulating retail sales 
of fir plywood, the revolutionary 
merchandising plan of local retail 
advertising will be financed en- 
tirely by distributors paying an ex- 
tra 15 cents on each thousand feet 
of plywood when purchased from 
mills. Already more than 300 dis- 
tributing warehouses have agreed 
to participate and the program has 
been well received by manufac- 
turers. 


Following unanimous adoption 
of the plan at the annual meeting, 
Davidson explained that the adver- 
tising program, intended to main- 
tain sales at the record 100 million 
feet a week, will supplement—not 
supplant—the continuous promo- 
tion by individual plywood manu- 
facturers and the Douglas Fir Ply- 
wood Association. “We distribu- 
tors will be filling a void by adding 
retail advertising similar to that 


(continued on page 58) 
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Now available ...a complete line of 


U-L_ APPROV 


P.Gas lift trucks 





»-- 2000 to 7000 Ib. capacities 


You get THESE BENEFITS with Clark LPG 
lift trucks: 


1. Reduced engine wear, longer life: LPG burns with 
nearly perfect combustion, leaves no carbon or lead 
deposits. 


2. Increased oil life, better tubrication: LPG won't 
dilute crankcase oil. 


3. Reduced spark plug maintenance: LPG won’t foul 
spark plugs, even with long idling time. 


4. Quieter, smoother operation: no detonations with 
LPG. 


5S. Cheaper fuel: especially in bulk quantities. 


BUILDING Propucts MERCHANDISER 


6. Improved indoor working conditions: LPG burns 
clean, reduces fumes, 

Recent field reports indicate enthusiastic approval 
of the benefits of LPG lift truck operation. Users 
report substantial savings in their materials han- 
dling operations—lower fuel cost, less maintenance 
and down-time, improved indoor working condi- 
tions. For full details, call your local Clark dealer 


nt CLARK 


EQUIPMENT 


tndustrial Truck Division 
CLARK EQUIPMENT 
COMPANY 

Battie Creek 40, Michigan 
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NOW! 


AWNINGS 


e Aluminum 
e Fiberglas 


for the 7 out of 10 who 
can't afford custom awnings 


Individually packaged . . ready-to- 
install UNILITE Awnings are perfect 
for the vast do-it-yourself market. 
Complete in every detail; all parts 
(only 5) pre-assembled and fitted. 
“Foolproof” installation method 
4 simple steps...only minutes to 
install. Originally introduced in 
California with great success, now 
offered nationally. 


UNILITE...best awning buy 
...7 REASONS WHY 


Lowest, retail prices with liberal 
discount to qualified dealers 
and distributors. 

Small investment... quick 
turnover... big profits 
“Perfect-Pack’’—easy to store 
and sell, 

Maintenance free “‘lifetime’’ 
construction. 

Architect designed, 11” adjustable 
width... fits any window 
Exclusive “sea-breeze” venting. 
Keeps sun out... lets light in 

.» M0 painting, 





Pre - Assembled — Only 4 parts 


Embossed, corrugated 
aluminum awning 


Less full dis 
count to you 


Unslite transiucent fibergias 
awning. Choice of popular 
California colors Retails 


Less full 


$1 3.95 discount 


to you 


Get the facts NOW! 


Write, wire, phone: 


Awning aR 


iy ™ RON % Calijonia 


1000 North Orange Drive 

Los Angeles 38, California 
Telephone: HOllywood 9-1468 
Cable Address: Unicorp, L.A. 
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Plywood Scroll of Hono 


The National Plywood Dis- 
tributors Association has se- 
lected the three outstanding 
salesmen of the first 50 year’s 
of the industry. 

Names of the three, Don L. 
Davis, Sr., Chicago; W. E. 
Difford, Tacoma and the late 
Lawrence Ottinger of New 
York, will be engraved on a 
bronze plaque and placed in 
the Forestry Building at 
Portland, Ore. 

Davis, president of Aetna 
Plywood & Veneer Co., was 
NPDA’s first president. Ot- 
tinger, who died earlier this 
year, created one of the 
world’s great plywood produc- 
ing-selling companies, United 
States Plywood Corp. Otting- 
er’s award was accepted by 
William H. Hunt, vice presi- 
dent of U.S. Plywood. Difford, 
managing director of Douglas 
Fir Plywood Association, was 
honored for “industry achieve- 





NPDA MAPS PLANS 
(begins on page 56) 





for automobiles and other brand 
products,” he said. 

“Action in favor of this bold new 
approach to marketing evidences 
the determination of plywood dis- 
tributors to lead in the future ex- 
pansion of plywood demand. We 
feel that through joint efforts sim- 
ilar to this, the plywood-use rate 
can be speeded up even beyond the 
forecast 100% increase in the next 
20 years.” 


New Service Bureau 


Also unfolded at the convention 
were plans for Jobbers Plywood 
Service Bureau, Inc., another non- 
profit separate corporation, to 
serve as a clearing house of infor- 
mation on what manufacturers 
want to make and what distribu- 
tors can sell. 

Although not formally launched 
at the meeting, the service bureau 
has been developed in detail, has 
received favorable reaction from 
many manufacturers and enthusi- 
astic approval of jobbers. 

The service bureau would not be 
a buying office nor a substitute for 
mill sales organizations, but will 
perform the dual function of as- 
sisting distributors to obtain re- 
quirements and aiding mills to sell 
unusual or surplus items. 

Both new organizations are de- 
velopments of NPDA, the trade as- 
sociation of jobbers. However, par- 
ticipation in both the advertising 
endeavor and service bureau is 
open to all distributing firms that 


+" 


Difford, Davis and Hunt 


ment in building markets 
through outstanding leader- 
ship in trade promotion.” 

The plaque will remain in 
the Forestry Building perma- 
nently with the names of one 
or more men to be added each 
year for salesmanship or 
other outstanding service to 
plywood marketing or pro- 
duction. 


perform such functions as carry- 
ing diversified plywood inventor- 
ies, traveling salesmen and bear- 
ing credit risks. 


New President 


Leonard E, Hall, vice-president 
of Lumber Products Inc., Portland, 
Ore., is the new president of 
NPDA. He succeeds Davidson, who 
will concentrate on the new pro- 
motional fund in his capacity as 
president of that group. 

Earl G. Thuresson, president of 
Associated Door & Plywood Co., 
Chicago is the new first vice-presi- 
dent of NPDA. Second vice-presi- 
dent is Theodore Merrill, president 
Interstate Lumbermen’s Supply 
Co., Newark, N. J. Charles E. Dev- 
lin is managing director. 


Empire Wholesale Moves to 
Larger Warehouse, Offices 


A recent move to larger quarters 
has given Empire Wholesale Lum- 
ber Co., Akron, Ohio, an additional 
10,000 square feet of warehouse 
space, essential for the company’s 
increased volume and larger inven- 
tory, according to Harvey Graves, 
vice-president. 

One of the larger wholesale com- 
panies in the midwest, Empire ship- 
ped carload lumber into 16 states 
last year. Specializing in pool car 
shipments, the firm’s largest vol- 
ume is in western and southern for- 
est products and hardwoods. In ad- 
dition, it is jobber for many na- 
tional building products and a mem- 
ber of the National Building Mate- 
rials Distributors and the National 
Plywood Distributors Associations. 
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Lupples 


stronger 


competitively 
Priced 











Cupples is one of the nation’s largest manufacturers of 
finest quality aluminum windows. Double hung, projected, 
ribbon and custom types for commercial and institutional 
buildings. Double hung, horizontal sliding, picture, view 
wall and case-slide types for homes. Member, Aluminum 
Window Manufacturers Association. Write for catalogs, 


Also manufacturers of aluminum doors, curtain 
walls, extrusions and Alumi-Coustic 
grid systems for suspended ceilings. 








Gives your CALIFORNIA 
REDWOOD LUMBER or- 
ders their immediate at- 
tention? 


HOBBS WALL LUMBER COMPANY 


The exclusive distributor for Willits Redwood Products 
Company, Hobbs Wall will supply all grades of kiln 
dried REDWOOD .... including the finest architectural 


selections, to any part of the United States 
. 


For the “BEST IN REDWOOD" ask your wholesaler to 


Be sure and order from 


HOBBS WALL 
LUMBER CO. 


405 Montgomery Street @ San Francisco, California 











al , 
rehwihapee- terl ' ng. 
ee sets the | 
By “4 standard in 
1 e e 
easeatets.: 1 Sliding door 
hardware 








Through extensive research 
and engineering, Sterling 
has pioneered and perfected 
many new ideas which 

2 simplify and improve 


Ga sliding door installations. 
$) (| Sterling is the most imitated 
sliding door hardware. 


The new locks, hardware 


No. 1058 Lock 
For By-Passing Doors 





No. 1036 Leck and T-Erame pictured here 
For Pocket Doors embody'\many new ideas. 





Builders everywhere depend 
on Sterling Hardware for 
advanced design and 
trouble-free operation, 


Specify Sterling Hardware 
for your sliding door 


Pocket Door T-Frame, installations. 


All Steel .. Warp-Proof 





_* . [; 
e 
st, 900 Sete Weriing 
Track and Hangers HARDWARE 


Specially Designed 
For Pocket Doors 





Ez 


STERLING HARDWARE MFG. CO. 
Chicago 18, Illinois 
SEE OUR CATALOG IN SWEET’S: 
Architectural File @ Light Construction File 
VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C, 
Chicagoland Home Building Center, 130 W, Randolph St. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set 
up" for service. With many long- 
established mill contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 
Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 





VAN VALER LUMBER COMPANY 


Radic Central Bidg., Spokane 4, Wash. 
Phone: Timpie 2743 TWX SP 19. 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 


FOREST PRODUCTS 
telephone: AT 6591 Teletype: PDS72 


WALES LUMBER COMPANY 


SPOKANE - - - WASHINGTON 
Our Sind Year 


HALLINAN LUMBER CO. 


628 S. W. Harrison St. Portland 1, Ore. 


MANUFACTURERS DOUGLAS FIR 
Alwater 9236 Teletype PD 457 


564 Market $t., Son Francisco 4, Gall. 
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THE LUMBER MARKET 


Prices Unchanged, 
Order Files Goad 


SEATTLE—The period through 
July 4th is a traditional occasion 
for shutdowns during which the 
men have a vacation and the mills 
make repairs and alterations. This 
year the big mills closed, but some 
of the small green plants in the 
interior which lost time during 
the late spring continue to run or 
else cut closing time to a minimum. 

Prices are unchanged at levels 
of a fortnight ago though a little 
weakness is apparent in green fir 
dimension. Transits tend to be 
weak. No. 3 and 4 shingles are 
accumulating in the face of in- 
creasing use of other material for 
under coursing. Upper prices are 
firm. 

Mills have good order files. Buy- 
ers have retreated into their shells 
hoping the prices may break, but 
this is considered unlikely and 
some predict there will be little 
change during the balance of the 
year. 

The car shortage continues to 
plague shippers. One large plant 
refused an order to be filled in 
November. Timbers can hardly be 
bought. Siding is strong and is 
helped some by importations of 
cedar logs from British Columbia. 
Some cedar has also come from 
Alaska. 

Pines and spruce are firm. Some 
spruce is coming from British Co- 
lumbia, but much of the spruce 
area in Canada is fighting floods 
and air dried stocks are slow to 
increase. 

Export which has been dead is 
showing signs of life. Korea is in 
the market for several million feet 
and Australia is beginning to buy 
with southern Oregon getting the 
business. 

There is increasing demand for 
stumpage and some 200 million 
feet of logs has changed hands 
since the first of the year in south- 
ern Oregon. 


Business Is Good, 
Propects Are Better 


TACOMA — Business is good 
and prospects are even better in 
the opinion of most mill and log- 
ging operators. 

Indicative of the situation were 
predictions at the recent one-day 
meeting of some 200 industrialists 
and businessmen who attended a 
conference of the Pacific North- 
west Advisory Board here. 

As a general barometer of the 
overall outlook for the Pacific 
Northwest, C. D. Roberts, traffic 
manager of Hooker Electrochemi- 
cal Co., said railroad carloadings 





for the third quarter of 1955 
should top the 1954 third quarter 
by 30%. 

Forest products lead the parade 
of increased activities. Logs are 
expected to roll out of the Pacific 
Northwest at 167% above the same 
period last year. Plywood is ex- 
pected to pile up 89.8% over the 
third quarter of 1954. The com- 
posite forest products total in- 
crease will be 47%, Roberts said. 

The production situation 
throughout the lumber industry is 
good. Cooler and moist weather 
has somewhat alleviated woods 
conditions. Nevertheless as a pre- 
cautionary measure, state officials 
have ordered closure of three 
western Washington forest areas 
from July 1 to October 15. 


High Activity Level 
Continues in Southwest 


KANSAS CITY—A high level of 
activity in production and sales 
was in evidence in the lumber 
markets of the southwest at the 
start of the second half of 1955. 

Sales continued to outpace a 
year ago by a wide margin and 
prices were well ahead of last 
year. Meanwhile, inventories at 
mills and at retail yards were 
under last year. 

There have been price changes 
in recent weeks and mills are 
proud of their inventory. The 
price lists reflect the strength in 
the industry. Ordinarily there is 
some slow-down around July 4, 
but mills report the activity prom- 
ises no letup. 

Key items such as No. 2, 1 x 8 
boards are holding at a range of 
$85-$87, with most of the sales 
taking place at the high figure. 
The 1 x 6 sizes are commanding 
$80-$82. Mills report that retailers 
are short on many items and have 
shown, for the first time this year, 
some desire to place orders for a 
month or so in advance of required 
needs. 

The high building rate plus the 
fact that mills are not able to 
promptly fill orders has given re- 
tailers more encouragement to an- 
ticipate some of their require- 
ments. 

A shortage of cars in the West, 
partly due to the seasonal move- 
ment of grain, will create a diver- 
sion of orders to yellow pine from 
fir and this has had a strengthen- 
ing influence on the Southwestern 
market. 

Mills with headquarters here 
report that the industrial business 
has slowed down seasonally as the 
box and furniture factories are 
going on vacation and will not be 
taking in stock until August. 
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Lumber Nationally 


Lumber shipments of 491 mills ONAN Announces Two New Series of 


reporting to the National Lumber 


Trade Barometer were 10.7% Y 
above production for the week A 

ended July 2, 1955. In the same J ‘ 
week, new orders were 6.8% , ; 


above production. Unfilled orders 

amounted to 49% of stocks. For ia 

the reporting softwood mills, un- iw { EC TF PLANTS 

filled orders were equivalent to 24 gee. 

days’ production at the current vas 

rate and gross stocks were equiva- 

lent to 44 days’ production. 
Compared to the corresponding 

week in 1954, production was 

73.3% above; shipments were 

73.9% above; and new orders were 

20% above. 


Western Pine 


For the week ending July 2, 1955, 
90 mills reporting to the Western 
Pine Association Barometer, pro- 
duction amounted to 64,385,000 
feet, orders were 68,489,000 feet 
and shipments were 60,683,000 
feet. Shipments were 5.7% below 
production, orders were 6.4% 
above production and orders were 
12.9% above shipments. 

For the corresponding week last 
year, production was 51,852,000 
feet, orders were 64,013,000 feet 


and shipments were 55,321,000 MORE POWER, LESS WEIGHT, 
~ SMALLER SIZE, LOWER COST! 


2,500-watt unit weighs only 154 pounds! Gives you more 


Southern Pine power per dollar than any other 4-cycle electric plant. 


For the week ending July 2, : wap Se ecbecee ie . 
1955, 109 mills reporting to the FOR PROFITABLE RENTAL SERVICE these new electric plants have many 
Southern Pine Association Barom- advantages for you... and do a better job for your customers too, They are 
eter, production amounted to 19,- lower in cost, weigh less, and take less space than previous models, Yet they are 
174,000 feet, orders were 19,391,- 4-cycle engine powered for quick starting, long life and easy maintenance. 

000 and shipments were 20,766,000. 


Shipments were 8.30% above pro- O gp + TI ' ‘ata ‘ 
duction, orders were 1.13% above to nan generators in a single compact unit. le new, modern, short-stroke, 


production and orders were 6.62% single-cylinder engines feature extra-large bearings to give you thousands of hours 
below shipments. of operation without major servicing. Generators are drip-proof and insulated 

Total pine stocks on hand at the for all-climate, all-season use. >, 
end of the week were 193,396,000 a2 5 i 
feet. unfilled orders on hand were Equipped with carrying frames or two-wheel rubber-tired 


42,809,000 feet and unsold pine dollies, Onan AJ and AK series electric plants can be taken 
stocks on hand were 150,587,000 anywhere . . . moved around easily on the job. 
feet. 


These new units are completely Onan-built with Onan engines direct-connected 


Write for folder on these new plants and information 
on how to use Onan Electric Plants in your rental 
department. 








New Grading Rules POWERED BY MODERN SHORT-STROKE ENGINES 


The West Coast Lumbermen’s Association r 

is expected soon to begin using the new 

grading rules shown below. Name grades 

will be used for boards and dimension in 

fir and hemlock. i 

Now Proposed 

— a e 


Boards Dimension AK A.C, MODELS AK D.C, MODELS Ad A.C. MODELS AJ D.C. MODEL 
500 ond 750 wotts, 115 (Battery chargers) 500 and 1,000 and 2,500 watts, (Battery Charger) 1500 
Sel. Merch. Sel. Struc, or 230 volts, 750 watts, 6,12, 32 volts. 115 of 230 volts, watts, 32 volts 
Construction Construction 


Standard Standard 


nnd seca D.W. ONAN & SONS INC. 


SB pee ee OR a ee 
3775 University Ave. S.E., Minneapolis 14, Minnesota 
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Lumber Prices at Press-Time REDWOOD 


The fellowing index is intended merely as « check on buying practices. It is @ compilation ve ned 
and average of mill prices at press time and should not be considered as current on the day Clear All 
the magazine is received. The prices should be useful in following market trends and as Clear All 
check on purchases made approximately ten days before receipt of the magazine. posed a 
Clear All 
Clear All 
DOUGLAS FIR WESTERN PINES : Glear All 


Vertical Grain Ficortng Ponderosa Pine Note: A grade V.G. Redwood Siding 
B&Btr c D 5/4 RW $5.00 less for %, % and % in above 
170.00 160.00 106.00 Seleets and sizes. 
: 82 or 45 “{$ RW 6/4RW 8/4 RW 
Wiat Grain Flooring CéBtr. RL 60.00 266.00 270.00 Anzne Siding 
pee sep.ce sence cep, aD 1x10 V.G. Clear All Heart 
ay ‘seep. Renew 142.00 1x12 V.G. Clear All Heart 
Drop Siding . * "144.00 . Note: Deduct $15.00 for A Grade. 
1x6 (Pat. #106 160.00 : . Common 82 or 45 
ix6 (Pat. #116) 160.00 ea 8 “es Finish 
Cetling Ix 8 RL ....112.00 79.00 A 1x 4 Clear Heart S48 
126.00 120.00 1x12 RL ....120.00 79.00 = : Suees eure me 
20 ‘ x ear eart Deevee 
116.00 110.00 ee 1x10 Clear Heart S48 
Bourds and shiplap and 2” (Green) 1x4 1x6 1x8 x10 1x12 Clear Heart 548 
1x6 1x8 1x10 x C&Btr. RL .270.00 270.00 270.00 276.00 
No. 1 11.00 70.00 72.00 D RL ......280.00 230.00 230.00 245.00 
No, 2 66.00 68.00 64.00 Commons, 52 or 48 


WO © osseceteee Cee Skee Os 1x 6 cccocceecesdtBO® 14500 109,00 WESTERN HEMLOCK 


No. 
0 1 Dimension — 165.00 155.00 100.00 Vestiedd Geatiy Wisuttens 
12 14 16 18 Sugar Pine Selects $2 or 48 Cc 
83.00 83.00 85.00 82.00 4RW 6/4 RW 6 


D 
52.00 84.00 81.00 84.00 84.00 B&Btr. RL. £6600 480.00 288.00 146.00 90.00 
84.00 83.00 81,00 82.00 81.00 Cc RL 260.00 276.60 280.00 


83.00 84.00 82.00 82.00 82.00 R 230.00 $46.00 246.00 Fiat Grain Flooring 


$2.00 80.00 80.00 82.00 82.00 1X4 cc cecceeese 185.00 130.00 85.00 
. 2 Dimension Bt y 1 Bi gk os 1x6 .. 160.00 135.00 105.00 

79.00 79.00 81.00 81.00 81.00 Prrer re ee ' 5 

78.00 81.00 7700 8100 79:00 coecvecovene 122.00 80.00 Drop Siding 

81.00 80.00 77.00 78.00 178.00 1x6 (Pat #1)06.150.00 146.00 100.00 

81.00 82,00 78.00 78.00 78.00 1x6 (Pat. #116).150.00 145.00 96.00 


78.00 76.00 76.00 78.00 OAK FLOORING Ceiling 


only Clear Pin ##x2% Wxl% “%x2 
» + 63.00 White 197.00 175.00 180.00 5. Gxt .. . 115.00 75.00 
20.08 Red 205.00 180.00 180.00 UKM were e eee. 120, 16.00 
45.00 Sel Plain Boards and Shiplap and 
14.00 White 187.00 172.00 170.00 1655. (Dry) 
Add $16.00 for dry lumber) Red 193.00 a70.59 256. 1000 
#1 Com, 5 67.00 
White 187.00 160.00 145. te Tnachabas -: 


RED CEDAR SHINGLES Red 192.00 d 160.00 5. . coves 060.00 


22 Com, No. 1 Dimension 
Royals Pin. White 12’ 14’ 
No, 1 24” d » & Red 110.00 . $0.00 2 4 83.00 
No, 2 24” : : #1 Com 2x 83. 
No, 3 24” a Bt . 2x 6 3.00 
r. 2x 8 83.00 
Verfections Shorts ; 2x10 83.00 
No. 1 18” /2% ; 1% 130.00 92.00 100.00 2x12 83.00 
: ane sat , No, 2 Dimension 


XXXNX | SOUTHERN PINE 79.00 


No. 1 5/2 zee 
No. 2 6/2 Vertical Grain Flooring 79.00 


No. 3 B&Btr. Cc D 78.00 
. 6/2 x4 Heart 250.00 235.00 ' 76.00 


Flat Grain Flooring 
WESTERN RED CEDAR ize 


Prices for Western Hed cedar sidin 
in mixed cars, new bundling, & to 1 Beep Siting 
are: 1x6 #106 


Beveled Siding, % Inch 1x6 #116 ....... 
" 


‘lear “4” — Boards & Shiplap 
; by 4 inch....100.00 95.00 50.00 1x6 1x8 1x10 


by 6 inch.... 80.00 77.00 60.00 No, 1 (D 
by 6 inch. |. .120.00 115.00 100.00 ‘Gra @) ..140.00 140.00 145.00 . ENGELMANN SPRUCE 
-00 . Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 1056.00 
No. 3&@Btr. 69.00 71.00 70.00 


<<<<<<<<< 
aaaeanad 




















by 8 Iinch....150.00 145.00 105.00 s 2 oe 84.00 80.00 


Clear Bungalow Siding, % inch 70.00 78.00 
see creeeees «180.00 375-90 7 No. 1 Dimension (Dense) 
12 inch 220.00 215.00 d 12’ 14’ 16’ 

Finish, B and Btr, $2 or 48 193.00 197,00 196,00 

. . or ‘ ° " . le 

@ to 10 or Rough : 103.00 103.00 101.00 111. We, 3 Bemension 

ix 8 2 116.00 116.00 116.00 y q 12’ 14’ 18’ 
182.00 132.00 132.00 . } 76.00 6.00 76.00 
7 0 . “ 

. No. 2 Dimension (Dense) 78.00 8.00 5 75.00 
Celling or Flooring, B and Btr. ‘ a4. 97.00 . : 76.00 78.00 j 76.00 
® to 10 or Longer : 00 91.00 101. 2x12 76.00 76.00 76.00 78.00 

B&Btr. Cc 89.00 


. y 9. . 
125.00 100.00 q 
135.00 125.00 100.00 szi8 + ap +4 ‘22 96.00 128. , Ne, S Bimensten 


Discount on moldings, 6’ , . . 71.00 71.00 
lengths, on oe No, 3 R/L Only : 71.00 71.00 
73.00 73.00 
Series 8,000 : t 71.00 73.00 
Listing under 4.00—list plus 35% “2 oo , 71.00 71.00 , .00 
sting 4.00 and over—list plus 35% ; \ Mille are now grading boards No. 
Clear Lattice, 5/10 x 1%”"— to 18’ . ‘ 61. and 3 common. Mills do not grade out 
100 lin, ft. 1. All prices based on kiln dried stoek. No. 3 dimension as in fir, 
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BUILD BIGGER SALES 


WITH THE 


HENDRICK PANEL SAW 
-. 


We have installed 
this equipment in our 


Medford warehouse 


i 
y 
£ 
i 
4 
i 
and are very much : shown) where space is at a premium. 
| 
i 
! 
i 
i 
i 
" 
’ 


Progressive dealers everywhere are in- 
creasing sales by cutting plywood to their 
customers’ exact specifications. The 
Hendrick Panel Saw provides the means 
to perform this valued service at a low 
initial cost. The equipment may be 
mounted horizontally or vertically (as 


satisfied with it We 
believe that plywood 
dealers will = it a 
practical method of 
sizing plywood to 
customers specifica- 
tions."* 


Mounted vertically, the saw occupies a 
minimum of space and greatly reduces 
all handling and cutting costs. 

The machine is designed to cut all 
structural panels: Plywood, plastic, mas- 
onite, wallboard, etc. Models available 
with capacities of 4% to 12% feet. 


Mr. M. K. Peterson 
Branch Manager 

U. S$. Plywood Corp 
Medford, Mass. 


WRITE. . . eri HENDRICK MFG. CORP. 


for illustrated 
brochure to os MARBLEHEAD, MASS. 





° en 4 
=? . « out . ins & a®- 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


Compicte 
Bed: Shipped 
KD. Easy 
Assembly & 


HARDWOODS — WHITE PINE — HEMLOCK 


Mounting 


DEFEND YOUR TRADE WITH Write, wire, phone for Umoed © tees 


Catalog and Prices or Half Load at a Time 


MENOMINEE INDIAN MILLS The R-B Company 








Neopit, Wisconsin 
Air-dricd QUALITY LUMBER Kiln-dricd 1921 Guinotte, Kansas City 20, Mo. 
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( Here's the one that \ 
WON'T SHRINK 
This modern plastic in 
fpwder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
SEULS BETTER because 








~ OURHAM 


ost dealers report: ROL) 


AROUND Mi 4 
) DONALD 


“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
Jurham’s Rock- 
Hard Water Putty 
gives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fail out or chi off, Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel sy or polish it te a velvet smooth 
finish. Easy to use. Keeps indefinitely, So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b, cans to case, Keep some of each on dis- 
play. Avaflable in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





SAWHORSE BRACKETS 


NO NAILS @ NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC. 
TION, Use any 2 x 4e for 
and crossbar ...set up or knock- 
ed down instantly. 
Each package is a 
colorful counter dis- 
play. 12 Sets to a 


Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO 
\ i , rv) 


,»R AN HAVEN, M 
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Heavy-Duty Drawer Slide 

Drawers roll easier on this new 
Washington drawer slide, with auto- 
matic stops preventing spills, it is 
claimed. It will carry loads up to 80 
pounds. This No. 2000 is constructed 
of rust-resistant, cold-rolled steel. It 
has four nylon ball-bearing wheels to 
carry heavy loads. Installation is said 
to be easy through a self-positioning 
feature. Available in the following 
lengths: 17”, 19”, 21”, 23”, 25”, 27”, 
and 30”. Washington Steel Products, 
Inc., Dept. AL, 1940 East 11th St., 
Tacoma 2, Wash. 


For more data circle No. 1 on coupon, p. 72 
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Panel Grading 


Panel grading, to reduce the number 
of defects permissible under strength 
grading rules at no extra cost, is now 
available in the standard grade Unit 
Deck and furnished in three species— 
Red Cedar, Inland White Fir and 
Western High Hemlock with nominal 
4” x 5” dimensions. A single member 
application is said to eliminate purlins, 
joists, sheathing and bridging while 
at the same time providing insulation, 
fire restivity and interior finish. Unit 
Structures, Inc., Dept. AL, Peshtigo, 
Wis. 


For more data circle No. 2 on coupon, p. 72 


New Type Counter Flow 


Williams Furnace announces the 
Forsaire, its latest development in 
as-fired heating equipment. The 
Ferative features the principle of 
counter-flow, forced warm air circula- 
tion. Warmed room air is salvaged, 
ulled in at the top of the unit by an 
Bia" dual inlet blower, forced down 
over the heating element and out 
through diffuser type grilles to the 
floor. Measuring 14” in width, 7” in 
depth, the Forsaire can be recessed 
between 2 x 4 or larger studs on 16” 
centers. The Williams Furnace Co., 
——_ AL, 1821 Flower St., Glendale, 
Calif. 


For more data circle No. 3 on coupon, p. 72 





Aluminum Flashing 


The first complete line of rustproof 
aluminum flashing is available, claims 
the manufacturer. Made from strong, 
specially tempered aluminum and 
packed in sturdy, eye-catching car- 
tons, the flashing is available in 3”, 4”, 
5”, 6”, 7”, 8”, 14”, 20” and 28” widths 
in 50’ continuous coils. This specially 
tempered flashing may be easily 
molded to any contour, it is said. Uses 
include flashing over doors and win- 
dows, termite shields, roof valleys, etc. 
Nichols Wire & Aluminum Co., Dept. 
AL, 1725 Rockingham Road, Daven- 
port, lowa. 


For more data circle No. 4 on coupon, p. 72 


Door Remodeling Kit 


All new Series 1500 Remodeling 
Kit converts a swinging door to a slid- 
ing door. The complete package is 
available in all standard 1%” door 
sizes. Jambs (A) and (B), header 
(E) and trim (G) are pre-cut. Series 
2700 sliding door hardware is included. 
Track is factory assembled to header. 
Jambs are reversible for right or left- 
hand openings. Toggle bolts (D) re- 
place nails at closing jambs. Kenna- 
track Corp., Dept. AL, Elkhart, Ind. 


For more data circle No. 5 on coupon, p. 72 


Screen Door Bumper 


Stemac, die casters and manufac- 
turers, announce a new Air-Cushion 
door bumper. Air-Cushion is claimed 
to end door slamming through use of 
compressed air and installs with only 
four screws. The manufacturer also 
has available Stemacast garden hose 
couplings and menders. Stemac, Inc., 
Dept. AL, 1277 So. Cherokee, Denver 
23, Colo. 


For mere data circle No. 6 on coupon, p. 72 
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Lumber Loading Pulley 


The vari-speed center door lumber 
loading pulley is light—two men can 
move it easily and clamp into position. 
It is designed to reduce loading time, 
relieve crew of push and pull. The 
vari-speed gives selective speeds by a 
twist of the wrist and non-marring 
rubber lagged pulley does the work. 
Complete ready-to-work pulley with 
door frame is available. Harvey T. 
Shank, Mfg., Lenfesty & Shank, Dept. 
AL, 115 New Montgomery, San Fran- 
cisco, Calif. 


For more data circle No. 7 on coupon, p. 72 
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Accordofold Doors 


American Bamboo, manufacturer 
of Accordofold (vinyl plastic) folding 
doors, announces a door that can be 
self-installed within seven minutes, it 
is claimed. Operating freely on self- 
lubricating nylon slides running on 
heavy duty top track, the Accordofold 
door folds to 16% of its extended 
length in a 4%” width that fits flush 
with the standard 4” partition wall. 
Warp-proof battens running the full 
height of the door in individual vinyl 
plastic pockets assure room-to-room 
privacy, and an _ exclusive linkage 
chain provides uniform pleating and 
fullness when the unit is drawn across 
the opening. Accordofold is available 
in a variety of colors and sizes. Amer- 
ican Bamboo Corp., Dept. AL, 171-06 
Jamaica Ave., Jamaica, N. Y. 


For more data circle No. 8 on coupon, p. 72 


Customer Magnet 


A new series of counter, wall and 
floor display panels, at lower cost, is 
available now for the Edwards Co. 
line of door chimes. For wall or pillar 
mounting, D-306 will fit in a 15”x40” 
space. Of masonite peg beard finished 
in gray-blue with white frame, it is 
completely wired and ready for use 
mounted with popular-priced chimes. 
There are several styles and types of 
displays, including a “no-space” dis- 
play and a three dimensional viewer. 
The Edwards Co., Dept. AL, Post Hill 
Rd., Norwalk, Conn. 


For more data circle No. 9 on coupon, p. 72 
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Build solid sales and 
satisfaction with 


HAR-VEY 


RUUNG DOOR HARDWARE 


TIME-SAVING ! 
ONE-MAN INSTALLATION 
IN 20 MINUTES 

No juggling, no awk ~ 
ward handling .- Just 

a simple, quick job. 


COST-SAVING ! 
CONVENIENT PACKAGED 
SETS AT LOW COST 


4 


AMERICAN SCREEN PRODUCTS CO. 


Get all the facts, today. 


Write Dept. L-7 Manufacturers of HOMESHIELD full-frame 


Aluminum Screens and Storm Sash 


(For more date on advertised products fill in coupon om page 72) 








DEPENDABLE 
QUALITY 


10 Convenient 
Warehouses 


MICH. IND. TEXAS CALIF, 


FIR 
GUM 


WIRE — PHONE — WRITE 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 


Midwest 4-3450 
TWX 500 











READYBUILT 


Reg. U.S. Pat. Off. 


Fireplaces 


. 


No Home Com- 
plete Without a 
Fireplace! 


. 


+ 


Shipped Com- 
plete, Ready to 
be Installed! 

* 


Adds beauty, cheer and comfort to any 
home, old or new. 

The modern fireplace that fulfills all 
modern day requirements — used with gas 
or electricity. 

Large variety of attractive models in 
brick, stone, wood, etc., available. 

Furnished complete — ready to be in- 
stalled by a handy man—shipped anywhere. 


DEALERS, BUILDERS and HOMEOWNERS 








write for catalog and full information 


The READYBUILT PRODUCTS xa! 


| 1705 McHenry St., Dept. AL, Balto. 23, Md. 





Corbin No. 436 Design 


P. & F. Corbin announces a new No. 
436 defender design cylindrical lock. 
Fashioned from wrought brass, bronze 
or aluminum metal, the Corbin No. 
436 design is available with standard 
2%” roses or with the 5%” rose plate. 
P. & F. Corbin Div., The American 
Hardware Corp., Dept. AL, 100 Or- 
chard St., New Britain, Conn. 


Vor more data circle No, 10 on coupon, p. 72 


New Level Attachment 

A new level attachment, said to 
rival the transit for accuracy in estab- 
lishing and checking grades, is an- 
nounced. The Gradient Attachment 
for levels is claimed to accurately 
measure as little as %” fall in 10’. 
It can be used anywhere one needs to 
carry a fall and is adaptable to any 
length level, it is claimed. It is con- 
structed of 16-gauge steel. Carr Man- 
ufacturing Co., Dept. AL, Ionia, Mich. 


Por more data circle No. 11 on coupon, p. 72 


Beauty-Grip 


A flush sliding door pull of rectan- 
gular design, which is said to give the 
user a non-slip finger grip, is being 
marketed under the firm’s trade name 
of Beauty-Grip. The new pull is de- 
scribed as being readily adapted to 
modern or classic interior decorating 
schemes. The new flush-mounted pull 
is available in all standard finishes and 
is 3%” high, 1%” wide and has an 
overall depth of 9/16”. The H. B. Ives 
Co., Dept. AL, Artizan St., New Ha- 
ven, Conn. 


For more data cirele No. 12 on coupon, p. 72 


New Sample for Paint Cleaner 


A new sample for Dirtex contains 
one-half ounce of the no-rinse cleaner 
and is packaged in _ polyethylene 
coated cellophane which allows the 
pink contents to be seen. Called a 
miracle cleaner, Dirtex is said to clean 
all painted and washable surfaces like 
magic. Mildly ammoniated, it needs no 
rinsing and is kind to the hands. The 
Savogran Co., Dept. AL, 25 Hunting- 
ton Ave., Boston 16, Mass. 


For more data circle No. 13 on coupon, p. 72 





below. 
advertising in this issue. 


7 or 8: Good. 


for customers? 


Ford farm-type tractor? 








What's Your Answer? 


Test your product knowledge and reading retention with the quiz 
Questions cover both editorial features and manufacturers’ 
For answers, see page 68. 


What's Your Score? 9 or 10 correct: Excellent! 

5 or 6: 

1. Who makes ABC Jalousie windows? 
How can you keep your customers away from chiselers? 
Smoothfits is the name of what firm’s new cedar shingles? 


How does Minnesota dealer W. R. Shaw Lumber Co. simplify shopping 
What manufacturer offers you a fork lift attachment that fits on a 


What is Sakrete and why is it popular with do-it-yourselfers? 

The initials ESM are the brand of what lumber manufacturer? 
What does the Elkton Supply Co. say is the key to packaged sales? 
Who offers you complete, ready-to-install fireplaces? 


Which of the five senses controls impulse — and impulse buying? 


Fair. 
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PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A Mebium size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, Thsfantaneous mi- 

crometer control of 

pressure ber, shesring 

bar and other 

highly desirable 

features. Sturdy, 

semi-steel cast 

frame. Capacity: 

24", 26" of 30" «x 

8. A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 





nd du /ge 
Door 


“7 STORM & SCRreEn 


Something 


NEW 


Something 
DIFFEREN 


A new modern 
Combination Storm and 
Screen Door equipped 
with Easy Change 
Locking Device to permit 
easy change from 
Summer to Winter. 


The Swre-Grip 
Protecto-Flate 


with the 
Eosy Chonge 


Locking Device 


*” Beautiful — Practical, can be 
painted in two-tone colors to 
match or harmonize with 
color scheme of your house. 


THE COMBINATION DOOR CO. FOND DU LAC, wis. 


susmess, PAYS OFF” 


Ye r Winslow representative can call on you, at your convenience, and prove, 
wi details and facts'', how you can set up a profitable Winslow Ready-Mix 
plent at a reasonable overall investment. 


Here are some 
typical dealer 
reports... 


“our Binanbatch in- 
vestment paid for it- 
self in approximately 
one yes ak ee 
increase in tie-in sales 
since handling Ready- 
Mix in our yard”. . , 
“we get additional bus- 
iness in our area be- 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits . . . 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business. 


Send coupon for 


complete details, Actual photograph, Ready-Mix  Instaile 
tion at Huston Lumber Company—at Carey, 
hio 


WINSLOW SCALE CO. 
P. ©. Box 1198, Terre Haute, Ind. 
Please send information on Bin for Ready-Mix 





Name 
Address 
City 
State 











DURABLE 


Low Cost 


FARM 
BUILDINGS 


with J. NEILS 
TREATED POLES 


More and more of your cus- 
tomers are asking about 
treated pole frame construc- 
tion because it costs less... 
lasts longer. Treated Lodge- 
pole Pine from J. Neils is the 
answer to their needs and to 








BuILDING Propucts MERCHANDISE! 


increased sales for you... 
J. Neils poles are straight, 
strong—selected from our 
own timberlands...and treat- 
ed (penta or creosote) in our 
own plant. Mixed cars can 
inctude poles with treated or 
untreated lumber. Write for 
information. 


J. NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
AT 


LIBBY, MONTANA 


(For more data on advertised products {ill in coupon on page 72) 





Lume-A-Lite Display 


A new type of display is also a com- 
plete stock container. Plastic letters 
and numerals with raised super-re- 
flecting silver color, known as Lume- 
A-Lite, are mounted on a standard 
rural mailbox for display in the store, 
and all stock is carried in the mailbox, 
catalogued and divided. Also fur- 
nished are number frames of black- 
finished, weather-proof redwood. 
Lume-A-Lite letters and numbers, 
made from black plastic and white 
reflective surface are easy to read day 
or night. Durable, weather-proof and 
easy to install. Midwest Plastics Mfg. 
Co., Dept. AL, 208 Bates Ave., St. Paul 
6, Minn. 


For more data circle No. 14 on coupon, p. 72 


SpeedTool Gift Cartons 


Increasing demand for SpeedTools 
as gifts is responsible for an attrac- 
tive red, white and blue carton the 
Thor Power Tool Company is using. 
Featuring an over-all pattern of do-it- 
yourself sketches showing scores of 
uses for portable power tools around 
the home, the cartons also have a gift 
card printed in the center. The gift 
packaging of 4” drills and No. 150 
sanders will tie in with heavy con- 
sumer magazine advertising sched- 
uled for the fall and Christmas season. 
Thor Power Tool Co., Dept. AL, 175 
N. State St., Aurora, II. 


For more data circle No. 15 on coupon, p. 72 


Western Pine Ad Mats 


Thirteen new ad mats covering 
many phases of the uses of woods 
have been prepared for newspaper use 
by retail lumber dealers. Available 
in varying sizes from one to four-col- 
umn widths, they were designed to tie 
in with WP’s advertisements in na- 
tional consumer eee Catalog 
proof sheet printed on newsprint 
available. Western Pine Association, 
Yeon Bldg., Dept. AL, Portland 4, Ore. 


For more data circle No. 16 on coupon, p. 72 


68 


Wall Chart 

A colorful wall chart, 19” x 24”, fea- 
tures pictures of Bessler’s seven dis- 
appearing stairway models, as well as 
illustrations demonstrating the sim- 
plicity of operating these unique prod- 
ucts. Also included on the wall chart 
is a complete table of specifications 
covering the 46 sizes available. The 
Bessler Co., Dept. AL, 1900 Market 
St., Akron 5, Ohio. 


For more data circle No. 17 on coupon, p. 72 





What's Your Answer? 


Questions on page 66 

. The Adams Engineering Co., Inc., 

whose ad appears on page 9. 
Use 20 proven ways to increase 
your non-competitive sales — to 
customers who would not think of 
shopping anywhere else for lum- 
ber a building products. See 
editorial page 30. 

3. Smoothfits are made by Canadian 
Forest Products Ltd., Huntting- 
Merritt Shingle Div. The adver- 
tisement is on page 12. 

. The showroom is arranged into 
eight distinct display centers so 
that customers can see a wide 
range of materials with minimum 
effort, as pictured on pages 32, 34. 

. The Sherman Products Co., Inc., 
Royal Oak, Mich., whose ad ap- 
pears on page 43. 

. Pre-mixed concrete packaged so 
that it is economical, easy to mix 
and easy to use. The article ap- 
pears on page 36. 

Eberne Sawmills Div., Canadian 
Forest Products Ltd. whose ad is 
on page 44. 

. Diversified lines and services, ac- 
cording to Elkton Supply, will 
control package sales a avoid 
seasonal slumps. See article page 
42. 

. The Readybuilt Products Co., 
whose is on page 66. 

. Sight. Research shows 87-90% of 
customer’s impulse comes through 
the eyes. See article page 45. 


Formica SeamFil 


Finishing touches are available now 
for Formica seams. Formica SeamFil, 
in a kit of 12 tubes and a color to 
match nearly any Formica pattern, is 
available from Dasualen distributors. 
Seams in sink cabinet top returns and 
counter tops longer than standard 
Formica sheets, can be filled to match. 
SeamFil is said to offer the same re- 
sistance as Formica itself to tempera- 
ture extremes, moisture, household 
soaps, detergents, chemicals and sol- 
vents. The Formica Co., Dept. AL, 
Cincinnati 32, Ohio. 


For more data circle No. 18 on coupon, p. 72 


Flooring Display 


A 36”x35” display for floor or 
counter is an effective hardwood floor- 
ing sales aid. A colorful illustration 
and sales message shows do-it-your- 
selfers that anyone can lay a pre- 
finished floor, and a literature pocket 
contains an instruction brochure. Pan- 
els of Bruce Prefinished strip flooring, 
fireside and ranch plank show the dif- 
ferences in various types of flooring. 
E. L. Bruce Co., Dept. AL, Memphis 1, 
Tenn. 

For more data circle No. 19 on coupon, p. 72 
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Fibergla 

Twelve-roll floor or counter dispens- 
ers enable customers to help them- 
selves to pre-cut, ne comes ge do-it- 
yourself kits of Fiberglas, the screen- 
ing said to sell faster than boxes of 
tacks. Lifetime Fiberglas Screening, 
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competitive in cost with other quality 
screening, is claimed to be the lightest, 
toughest, strongest screening made; 
will not stain, rust, corrode, ravel, sag, 
stretch or burn. Another larger dis- 
play rack also offered free, holds eight 
rolls of different size screening, a 
handy cutting table and measuring 
tape inside every roll. Lifetime Fiber- 
glas Screening Co., Inc., Dept. AL, 
Canton, Mass. 


For more data circle No. 20 on coupon, p. 72 


Package Makes Display 


With drawings to illustrate easy 
installation, an all-color corrugated 
package for the Quaker Perma-Sprin- 
kler do-it-yourself kit is designed for 
use as a store display. The selling 
story is told quickly and effectively 
simply by standing one or more boxes 
on end. The box, which has a die-cut 
handle for easy carrying, was de- 
signed by Stone Container Corp. for 
Quaker Rubber Corp. Kits of plastic 
pipe and fittings are available in two 
sizes for lawn areas of 1,600 and 900 
square feet. Quaker Rubber Corp., 
Div. of H. K. Porter Co., Inc., Dept. 
AL, Tacony & Comly Sts., Philadel- 
phia 24, Penna. 


For more data circle No, 21 on coupon, p. 72 


Serve-Yourself Rack 


A new self-service display rack is 
available to help dealers cash in on 
impulse buying of decorative knobs 
and pulls. Visual display of the deco- 
rator designed line for kitchen mod- 
ernization, cabinets and furniture re- 
finishing does the complete selling job. 
Floor space required for the rack sup- 
plied free of charge, is 24"x25”. Each 
item is packed in cellophane and all 
popular finishes are included. Crafts- 
Metals Co., Dept. AL, 670 S. Coast 
Bivd., Laguna Beach, Calif. 


For more data circle No. 22 on coupon, p. 72 
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Clothes Line Display Carton 


Following the trend toward self- 
service shopping, Mid-States has in- 
troduced a colorful clothes line carton 
for counter display. Each carton con- 
tains two 300’ coils of 9-gauge gal- 
vanized wire marked off in convenient 
50’ lengths. Two cartons are included 
in a shipping container. Mid-States 
Steel & ire Co., Dept. AL, 1950 
Thomas St., Crawfordsville, Ind. 


For more data circle No, 25 on coupon, p. 72 


New Literature 


A leaflet of step-by-step instructions 
for erecting Old English post and rail 
fences is offered dealers by Wood 
Products Company. From the leaflet 
dealers can readily tell customers how 
to erect the fence quickly and easily, 
even around curves and over uneven 
terrain, for many years of attractive- 
ness and utility. Sitra copies of the 
leaflet to pass out to customers may be 
had on request. Wood Products Co., 
Dept. AL, 421 Philips Ave., Toledo 12, 
Ohio. 


For more data circle No. 24 on coupon, p. 72 





The building industry’s first con- 
tractor guide for wood fiber roof deck 
erection is a pocket size, 20-page book- 
let. Liberally illustrated, it provides 
clear-cut instructions for each step in 
the erection process, including storage 
and transfer, arrangement of framing, 
anchorage methods and finishing. 
Architectural details are also included. 
Alliance Manufacturing Co., Tectum 
Div., Dept. AL, 105 8. 6th St., Newark, 
Ohio. 


For more data circle No, 25 on coupon, p. 72 


Technical data and specifications 
are discussed in a brochure which il- 
lustrates heavy duty flat steel strap- 
ping equipment and accessory items. 
Photographs show application of the 
equipment: heavy duty flat steel 
a is used for carloading, 
truckloading, pasetaing and unit re- 
inforcement. Gerrard Steel Strapping 
Div., U. 8S. Steel Corp., Dept. AL, 
2915 West 47th St., Chicago 32, IIl. 


For more data circle No. 26 on coupon, p. 72 


Performance characteristics, con- 
struction details and engineering spec- 
ifications of a new Straddle Dump 
Carrier are contained in a brochure. 
The hydraulically operated dumping 
device for use with the 20,000 pound 
capacity Ross straddle carrier is de- 
scribed. Container specifications are 
given so users may build them locally. 
Container capacities range from seven 
to 20 cubic yards. Ross Carrier Div., 
Clark Equipment Co., Dept. AL, Ben- 
ton Harbor, Mich. 


For more data cirele No. 27 on coupon, p. 72 





OWENS- ILLINOIS 
GLASS BLOCK 


a 


f - 


Privacy 


Here’s how to get plenty of light but 
none of the sight—with a panel of 
No. 365. Remind your customers that 
Owens-Illinois Glass Block have the 
insulating efficiency of an 8” brick wall 
. .. won't frost or sweat in winter. 


\ 


Vision 

For a “solid” wall she can “see through,” 
suggest a panel of No. 370. Her kitchen 
will be flooded with daylight, yet it will 
be easy to keep spic and span. Point 
out that soil marks, even splattered 
grease, rub right off . . . an occasional 
wipe renews their sparkle, 





Di ie 


VREEEREOee 











1 


Here’s an application that’s as practical 
as it is beautiful. These panels of No. 
316 block do much to set off the door- 
way... help light the hallway, 


Plan now to push and profit from this 
versatile, practical building material. 
Write for details to: Kimble Glass 
Company, subsidiary of Owens-Illinois, 
Dept. AL-7, Toledo 1, Ohio 


*Formerly known as INSULUX 


OweEns-ILLINOIS 


CBWERAL orrices(]) ToLeDo 1, OHIO 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates: 


1 Time —20c¢ per word for each insertion. 
Minimum charge of $1.00 per line. 

2 Times — lSc per word for each consecutive 
insertion. Minimum charge of 75¢ 
per line. 

Add $1.50 per insertion of blind ads beari 








HELP WANTED 
A REAL OPPORTUNITY — a . 
-gr Midwest lumber manufacturer 
wholesaler has an in Northern 
~ we for an ecieoman, te 
call conns ta oth Soltwoods and Mard- 
woods. sales = means sub- 
stantial for the man who can porduce 
Include full information with regard to 
history, . and 





box number. 7 


At * 





No agency commission or cash 
allowed ad 


ed. 
All ads for classified section must be in Pub- 
pm vl « office 14 days preceding date of publi- 
. Adve ments are set in uniform 6 
point style. No cuts or special borders 

allowed. 
Replies forwarded without additional charge. 
Coun five words to a line and when less are 
geae or bo jou ne rate is charged. 
nm answering box numbers or mailing copy 

for ads address them to: 


AMERICAN LUMBERMAN, INC. 
138 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





MILLWORK 
ESTIMATOR AND SALESMAN 


Capes of taking off and pricing spe- 
millwork items trom architects 
pane one 9 cifications. Must be thor- 
comey & liar with Cost Book “A” 
tandard Sash and Door Lists. 
Give complete inormation regarding ex- 
perience, age, availability and eclery 
expected when replying. 
pertuney with a large, long esta 
ished and fast growing concern in the 
middie west. Address Box F-28, Amer- 
ican Lumberman, Inc. 


xcellent o 





Wanted: An experienced Hot vietp Press Op- 


erator, Must have knowledge of solid core 
flush door and panel wees 
and fine working condiions lant located in 





northwestern Pennsylvania. Address Box E-50, 
Ameri Lumb Inc. 





WANTED: Substential manufacturer of metal 
lath and other steel products desires top-notch 
salesman to call on masonry dealers and lath- 
ing and plaste contractors in Chicago Met- 
ropolitan area. Can man now ca on 
dealer trade or one now employed by a dealer 
and calling on contractor trade. Excellent o— 
ing possibilities for right =, State onpet 


ence, r Address Box 
A A 7 tn 4 











ASSISTANT DISTRICT ENGINEER 
Bowes not required. Should have knowledge 
ight construction field for application of 
JM products. Will handle inquiry correspon- 
ence. Some travel. Opportunity for sales ad- 
vancement. Write in confidence your quaiies. 
tions to Mr. Straub, Johns-Manville Corp., 
Merchandise Mart Plaza, Chicago 54, "Tae 


SALES MANAGER — For large retail Lumber 
Yard, located in the Miami, Florida, area. Man 
whe can build and control sales organization 
to maximum of (10) outside saleamen. Excel- 
lent salary, and overide arrangement to well 
experienced and qualified person. All replies 
kept in strictest confidence, Address Box F-30, 
American Lumberman, Inc. 





UNUSUAL Pecusunry 


Young man as MRP "paltiwerk Estimator in 
Colorado. Must be experienced in Listing and 
Pricing Millwork from plans. Familiar with 
C.B.A. State age, and 
salary expected. » Rees Box F-31, American 
Lumberman, 





Wholesaie operation desires representative 
— ty or ——s Replies confidential. 


> 'y Box F-32, America 
prapeation Inc. = — 


70 








MILLWORK 
DETAILER AND BILLER 
Experienced in 


making shop drawings 
and material lists of architectural wood- 
work for schools, tals, churches, 


SALES REPRESENTATIVES 
WANTED 





ATIVES — We are well 
established lock manufacturers selling 
to the lumber and hardware trade. We have 
a few choice protected territories open for 
energetic esmen on a commission basis. 
Mention lines carried, pouiesy covered. All 
. Address Box E-55, Amer- 





rman, 
Representative for advertising age estab- 
lished 36 years. Call on retail | er and 


building materials dealers in New York, New 
Jersey and two or three New England states. 
Knowledge of retail ye pF or experience 
calling on retail lumb b g material 
. Salary. "commisions. bonus. Ad- 
dress Box F-21, Inc. 











SALES REPRESENTATION 
AVAILABLE 





etc. Give complete information 
ing experience, age, availabili and 

ary expected when repl el- 
lent oppor unit = a arge. long 
esta it growing concern 
in the middie west. Address Box F-23, 
American Lumberman, Inc. 





RETAIL LUMBERMAN 
Large firm needs agg ive d d 
able young man to manage a yard in 
a small central Kansas town, Complete 
freedom of management. Opportunities 
unlimited. Apply by letter, _— all 
rtinent information to ox -33, 
rican Lumberman, Inc. 








SITUATIONS WANTED 





Young family man with ten years @ rience 
in most phases of Retail L r and Building 
Materials desi as As- 





or 
sistant Manager of Retail Fae oe Yard in 
Midwest. Experience in selling, estimating 
and management. Presently em eee but 
wish to join organization which 


or Address Box 34. 
American Lumberman, Inc. 








BUILDING MATERIAL 
SALES ENGINEER 


Seeking connection where measuring stick is 
oy to produce. 25 ) years | experience factory 
, sales man- 
ager. Intimate ay major products. 
Have d lar dealer sales 
training programs, oa architect contractor 
resentations throughout p Saeee States. No ob- 
fection non- -traveling uarters position. 
eply Box F-35, A Inc. 











Manufacturer's ~ _ calling on jobbing and 
efabrication trade J. oe @ | flush door 
e. Midwest area. ddress Box 

F-36, American tow my = 





MISCELLANEOUS WANTED 





Wanted — Building or home improvement ma- 
terial wanted obsolete, surplus, factory sec- 
onds, etc. Any a6 or quantity hee right. 
Tower, GS0IS N. Saginaw R t 5, Mich. 





MACHINERY WANTED 





Wanted to buy fork lift truck in good condi- 
tion. Must have 15,000 to 16,000 pound capacity 
with at least 900 x 20 tires. Forward all in- 
formation to: 
The South Euclid Lumber Co. 
501 Green Road 
South Euclid 21, Ohio 
EVergreen 1-7500 





BUSINESSES FOR SALE 





For Sale , Lease long established retail lum- 
ber yard in Rocky Mountain oil and uranium 
pom Ample e, seoee BP am Ym space, trackage and 
Pppe Inventory approx 
aetale ey $110.00 “Faeees and equipment a 
proximately $20 000. Will sell or retail $30, 
$200. will handle. Ad- 
dress Box E43. American Lumberman, Inc. 








FOR SALE 
Yard in t Nebraska town, located in 
rich farming community. Comparatively small 
investment will handle. Owner wishes to re- 
aa Address Box E-57, A 











SALES REPRESENTATIVES 
WANTED 





Chicago Area Sales 
Market Offered To 
AGGRESSIVE 
MANUFACTURER'S 
REPRESENTATIVE 


Now contacting Industrials in wood- 








working, furniture and allied fields; 
and/or lumber and building materia! 
wholesale di To t 
AAA-1 Eastern Manufacturer of quality 
multi-line p lasti- 
coated GF a furniture in 
woodgr colors, 


og Fg a og 
translucent Shovgtens panels. Commis- 
sion basis. Must have car, live and 
work ~ of Se Give full ae 
izational references 
confidence. 7 -_ +44 F.4l, an 
Lumberman, Inc. 


July 25, 





FOR SALE 
Old eens ote putes ne Building 
material yard d planin on located in 
Central New York on the Ly Rh. and Barge 
Canal, a community 33,000. Present op- 
erators wish to retire. "Waite Box F- 23, Ameri- 
can Lumberman, Inc. for 








FOR SALE Profitable lumber and building su 

Y te hardware in 
center of the most productive farming area in 
Northern Illinois. Complete stock. Business 
has Jarge farm p kup trade. B is clear. 
No derful opportunity for 
energetic man. Address Box F-24, American 
Lu rman, Inc. 














FOR LEASE OR SALE 
$300.00 thly leases lumber yard — 20 miles 
from Chicago on 4 lane highway. Option to 
buy. Must able to buy inventory approxi- 
mately $22,000.00. Near all wholesalers. Can 
operate on low inventory. Can prove sure 
at maker. Address Box F-26, American Lum- 

c. 








Account age owner — Best Cash and Carry 
set-up in s —— oubled, Doing profitable busi- 


ness can ym - chigan loca- 
tion. Lumberman, 
1955, AMERICAN LUMBERMAN AND 








BUSINESSES FOR SALE 


WANTED — RAILS 





For a company or individual interested in 
acquiring an established lumber = 
building supply busi in tral Michigan, 
this is a real opportunity. Land area 186 ft. x 
383 ft. Modern office and display room, rail- 
road ‘pur, approximate inventory $40.000.00 
Immediate p i no r le offer re- 
fused. 

E. Gaynelle Mitchell & H. R. Werry 

1003 Geto St., Big Rapids, Mich. 








RETAIL LUMBER. APPLIANCES AND SUP- 
PLIES. An exceptionally clean business with 
fine new buildings and all modern equipment, 
showing an excellent profit and remarkable 
growth. This is an unusual offering and oF 
portunity rarely duplicated. About $75, 
cash required. CAMPBELL COMPANY, Real- 
tors, Grand Rapids, Michigan 





YARD FOR SALE 
Retail Lumber, hardware and coal yard in 
Northern Kentucky. Coal conveyors to dump 
truck. Good profitable yard. Been in business 
for 40 years. Will inventory. Address Box F-25, 
American Lumberman, Inc. 





Retail Lumber Business located in Western 
Pennsylvania, doing $190,000.00 business year- 
ly. Equipped with mill work shop, 4 Redi Mix 
concrete trucks, sand and gravel bins, bulk 
cement bin, clean stock of merchandise and 
hardware. For more details and information 
write Box F-38, American Lumberman, Inc. 


FOR SALE 


Yard in Eastern Oregon town, located in rich 
farming community. Comparatively small in- 
vestment will handle. Owner wishes to sell 
because of ill health and old age. Address 
Nyssa Lumber Co., Nyssa, Oregon. 


SAN DIEGO, CALIF., LUMBER YARD and 
Property for sale, or would be willing to make 
« syndicate to manage the yard with active 
or silent partners. Fine Blvd. location, in a 
fast building town. Start with new inventory, 
old yard, Buildings, office and store. Could 
be a gold mine to right parties. Write for more 
details. Address Box F-40, American Lumber- 
man, Inc. 


SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 





Advise amount you wish to invest; also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 Olympic 
Bivd., Los Angeles 15. 





BUSINESS OPPORTUNITIES 





SAWMILL OPPORTUNITY 


Health condition forces offering of complete 
modern All-electric Circular Sawmill, Planing 
Mill, Tractor Lift, etc. on owned C&NW Side- 
track in smal] North Wisconsin City. Choice 
location on main highway — plenty of timber 
available and good labor. Good markets for 
lumber, wood, and by-products. Will sell rea- 
sonable with terms or lease with option to 
buy. 


Cc. V. Branham Eagle River, Wisconsin 





Well established firm serving Southern Idaho 
and Eastern Oregon, is anxious to open a 
representative department, handling all types 
of hardware, building materials and related 
items that can be promoted and sold to the 
contractors, tract builders and dealers. Ad- 
dress Box F-37, American Lumberman, Inc. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write fer prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 





DOUBLE YOUR INCOME from your newspaper 
advertising by using our low cost ‘Tim- 
ber-r-r’’ cartoons. For FREE proofs write to: 
DAVID LILLY ADVERTISING, Box 167, Long 
Beach 1, California. 


BUILDING Propucts MERCHANDISER 


RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 
$6.00 each. 


M. K. FRANK 
480 Lexington Ave., New York 17. N. Y. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 6-253] TWX EG.-049-U 





USED MACHINERY FOR SALE 





We are changing to a 72" carrier and lift 
truck package and offer for sale 1 two year 
old Ross straddle carrier Series 70 model 6663— 

“ capacity. Price $3175.00 f.0.b. our plant. 
This machine is like new and a bargain at 
the above price. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Ill. 





Model #20 Woods Planer and Matcher 6°’x15"’ 
with profile. Has spare cylinder, $1500.00. 
Builders Supply 
Post Office Box 107 
De Ridder, Louisiana 





FOR SALE 


We will shortly release for sale a 6-10-Al 
Stetson-Ross planer in practically new condi- 
tion, completely motorized and with all S-R 
suggested attachments. Also one V-54'’-C 
Mershon resaw migd by S. A. Woods. Write 
us for details. 


HUSS LUMBER COMPANY 
1350 W. Fullerton Ave., 
Chicago 14, Illinois 
Phone Lincoln 9-1700 


FOR SALE OR TRADE 

Ross Straddle Carrier, Model 70-6057. Serial 
374428, 60°° High, 52°’ Wide, 4x4 package, one 
owner. Excellent diti Will i an 
offer or trade for fork lift. Write: TIDEWATER 
LUMBER, 505 N. W. 12th Avenue, Meni, 
Plorida. 








BOOKS FOR SALE 


WOOD STRUCTURAL DESIGN DATA. Com- 
ed by National Lumber Manufacturers’ 
ociation. Information on physical, chem- 

ical, and mechanical properties of wood, and 

tables showing how to determine the correct 
size of member, also on standard sizes, meas- 

urements, and trade terms. Price $2.50. ° 


SCRIBNER’S LUMBER AND LOG BOOK, In- 
dispensable for lumb merchants, sawmil] 
men, etc. Vest pocket size of 1950 pages, 
gi tables on scantling and plank measures, 
round timber reduced to inch measure by 
Doyle's Rule, log tally calculations, and other 
valuable inf ati Price $1.00. 


SIMPLEX PRICE BOOK. Pocket size, loose leat 
price book. Columns provided to insert the 
desired Ee price under proper size and 
length. Cut out mar index for quick refer- 
ence. Complete book with margin index and 
loose leaf cover $3.00, extra back and ring 
covers $1.50, extra filler sheets, $1.50. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 














New Equipment 





Safety-Step Ladders 


All-aluminum safety-step ladders 
are announced. The new ladders are 
standard in seven models, one to four 
steps, for working levels up to eight 
feet. Smooth-rolling ball - bearing 
casters permit ladders to be moved 
about. Automatic locking action re- 
tracts casters under the weight of a 
person, providing four-cornered sup- 
port. Construction is of tough all. 
welded aluminum tubing, steps are 
solid-rubber covered. Ballymore Co., 
Dept. AL, Wayne, Penna. 


For more data circle No, 28 on coupon, p. 72 


New Turnus G Clamp 


With one G clamp, a German-made 
professional woodworking tool now 
being sold by Turnus Tools, it is pos- 
sible to do work which formerly re- 
quired six different size “C” clamps, it 
is claimed. The new G clamp features 
amazing zip-action setting in which 
the clamp is slipped up close to the 
work and tightened securely with one 
or two turns of the screw. The Turnus 
G clamp is said to be an ideal answer 
to a hundred and one clamping jobs 
in the home workshop or professional 
wood- and metalworking shops. Turn- 
us Tools, Dept. AL, East Hartford, 
Conn, 


For more data circle No, 29 on coupon, p, 72 


(For more data on advertised products {ill in coupon on page 72) 71 














4 cal ee ey vehi gui tes 
+++» ADDS PRIVACY 
TO URBAN HOMES... 


Screens egsinst unsightly views. 
Around plsy areas, pools, 
etc. Conteias small animals. Attrac- 
tive backg 4 lor th 








e substantial cash dividends 

e trained engineers 

e more than 80 branch claim offices in U. S. 
and Canada 


Lumbermens WU) cap 


Opereting in New York stote os (Americen) Lumbermens Mutual Casvelty Company of Illinois 
James S$. Kemper, chairman H.G. Kemper, president © Mutvel Insurance Building, Chicoge 40 


































Jeffreys - MeElrath 


MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


: Cash in on DO-IT-YOURSELF with @ DOMESTIC AND EXPORT 
f FANCY MOULDINGS and ORNAMENTS @ FABRICATED BOXES 


















, We offer'e com line of the fancy mouldings ond j @ CRATES — PALLETS 
X srhcandiah to lp eectoutaPteant Colahin tee @ SOUTHERN HARDWOODS 
a Your customers want to add the''decorator” touch @ YELLOW PINE LUMBER 
to their own furniture, shelves, etc. 3 @ OAK FLOORING 


Daily Capacity 300,000 feet 
Factory Locations 


’ e >) 
Write for —_— 7 on 5 
Wustrated Cotolog L-1 


Mill ville, Ga. Macon, Ga. Keesville, Va. 
Ark #, Ga. Chase City, Ya. Raleigh, N. C 


jackson, Ga. Oxford, N.C 
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WHITE FIR INCENSE CEDAR 
= Mort High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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— ee an 4 Pr c 4 . 
Pee nee Tr a UE ger - 


TWIN HARBORS 
LUMBER COMPANY 


INCORPORATED 1921 


ABERDEEN, WASHINGTON 


One Aries 


BuILpDING Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 72) 





“WEDGE-RITE” 
OVERHEAD ‘coor SETS 


WAYS BETTER! | 


| Ser, * MOTT, 
a. 
;. Fopze-Setventaes 


izes 
5. Amazing Low Prices 


=> 6 $ 


There's a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8'x6'6" to 
9’ x7’, two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9’x9 to 20’x12’ . . . for all doors 1%” 
or 1%” thick, 


Superior “WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck food or corload lots 8 





in stock sizes, Kiln dried, Douglas Fir, dowel 
construction. Lowest prices! 


WRITE FOR FULL INFORMATION 
AND PRICES! 





THE DOR-SE T 


164 N. OWEN Ave. EXT, TRENTON 8, ae ieRsey 


more and more dealers 


Wrought Stee! Butts 
Cat, #220 


“Let’s handle 


Here’s the “good line of 
hinges to handle”... that’s 
the trade’s way of saying, 
“We like to sell Griffin 
products.” Full line of 
wrought steel butts and 
shelf hardware. Just dis- 
play them, and you'll sell 
them. Order in any selec- 
tions you know your cus- 
tomers want. 


GRIFFIN 


“since 1899” 


MANUFACTURING CO. ERIE, PA. 


(For more data on advertised products {ill in coupon om page 72) July 25, 





-—— by MOEZz gives you — 


INSPIRATION-LIGHTING 


UNLIMITED PROFIT POTENTIAL 


There are three BIG reasons why you'll sell more Moe Light 
fixtures, make bigger profits, have a faster turnover: 


Inspiration-Lighting is the most exciting new concept 
of home lighting . . . it’s the most effective sales ap- 
proach 


1 * 
Moe Light, world’s leading manufacturer of home light- 
ing fixtures gives you a complete lime ...a fixture 
for every lighting purpose, every taste, every room, 


y a 
every budget. 
Moe Light makes 
ge of sale material . 


boards that serve as silent salesmen... 
spur impulse buying. 


available to you profit producing point 
. beautiful wall and ceiling display 
displays that 





This attractive fixture 
{Model M-1075) 
sells for 


$7.95* 


*Slightly higher Denver 


& West 
Don’t wait, start making Moe Light profits nd 
today Ask your distributor for a copy of 


the colorful Moe Light catalog immediately ~ 


no 


Division of THOMAS INDUSTRIES, INC 
in Canada: 140! The Queensway, Toronto 14, Ontario, Canada 


98 i 16,, 


General Offices 
Louisville, Ky 








Manufacturers and Wholesalers 


WEST COAST 7 
LUMBER © WHITE FIR 


All species. Extensive con- SUGAR PINE 

trolled produstion. Write for a DOUGLAS FIR. 

name of local wholesaler 

or commission man. bd PONDEROSA PINE: 
« IDAHO WHITE PINE 


por tealssaiess 


ae) ) 467 + MEDFORD. OREGON 














SUGAR & WESTERN 
PINE AGENCY, INC. 


1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


% SUGAR PINE x PONDEROSA PINE *% 
% WHITE FIR 


Send us your Kiln Dried Douglas and 
specifications White Fir Mouldings 


a a 


1955, 











AMERICAN LUMBERMAN 








€'8 Hocuton 
(e)®) 


KOCHTON 


has the right Plywood 
for all your needs 


Let us fulfill all of your requirements for DOUGLAS FIR PLYWOOD 
in the size, thickness and grade specified for your job. We can 
supply fir plywood in thicknesses from Ya" to 1”, widths from 24” 
to 60”, lengths from 48” to 192”. 


Fir plywood sheathing is available in interior or exterior type for 
roof, wall and floor construction. Concrete Form plywood is han- 
died in the BB Grade for normal use; in the plastic-faced panel 
for the smoothest surfaces and greatest number of re-uses. Decora- 
tive plywoods in the brushed or embossed patterns are excellent 
for natural or duotone finishes. 


Call us for the new EVERSIDE EXTERIOR PLYWOOD BEVELED 
SIDING. This new overlaid fir plywood siding assures greater 
strength, increases nail-holding qualities and will not split or sliver. 
Application costs are reduced because the siding covers large 
areas with widths of 12”, 16”, 20” and 24”. The prime coat of 
Penta WR and the tough overlaid surface make it easy and 
economical to paint. Be the first in your locality to sell this PROFIT- 
MAKING product! 


Contact us today for your building material needs in carload, 
L.C.L. or warehouse shipments from any of our 14 conveniently 
located warehouses. 


CALL US ON CARLOADS OF 
LUMBER & MOULDINGS 


PLYWOOD 


wo VENEER CO 


IAl/ 


| 





these 


six 





help you sell 


CF&! Barbed Wire has been a favorite of West- 
ern farmers and ranchers for many years. 
Here are just a few of the reasons why: 


1. BARBS ARE BIG, SHARP AND WELL SHAPED— 
The barbs on CF&I Barbed Wire are large, sharp 
and evenly spaced to keep livestock in and in- 
truders out. 


2. FULL-SIZED LINE WIRES—AIl line wires in CF&I 
Barbed Wire are full gauge and made of medium- 
hard steel wire—soft enough to splice, yet strong 
enough to withstand heavy shocks and pressures. 


3. BARBS ARE CAREFULLY SPACED—Every foot 
of CF&I Barbed Wire gives top protection because 
all barbs are accurately spaced for maximum 
efficiency. 


4, HEAVILY GALVANIZED—CF&I Barbed Wire 
has a tight, heavy galvanized coating to resist 
corrosion. 


5. WOUND ON NON-COLLAPSIBLE REELS— 
CF&I Barbed Wire is wound on sturdy, non-collaps- 
ible reels made with galvanized wire. ... prevents 


features 


tangling of wire both in the storage room and in 
the field. Every reel of CF&I Barbed Wire is a full 
quarter-mile (80-rods) long. 


6. FIVE DIFFERENT STYLES—To better serve di- 
versified Western needs, CF&I makes five different 
types of barbed wire. These range from CF&l 
Special—a good, light-weight, two-point barbed 
wire—to CF&I Sentinel—a heavy-duty, four-point 
barbed wire that’s known throughout the West. 


Don't forget! Tell your customers about these other 
CF&I Products. 


CF&i BARBLESS WIRE 
CF&l FIELD FENCE 
CF&l CINCH® FENCE STAYS 
CF&Il FENCE POSTS 
CF&l NAILS AND STAPLES 


LIS BRAND | 


IS {7 
YOUR ty/ 
PROTECTION 








All CF&l Farm Products are illustrated and fully described in our new 84-page 
“CF&l Wire Products Catalog”. See our nearest sales office for your copy. 


THE COLORADO FUEL AND IRON CORPORATION 





